nnouncing 


NATIONAL FEED WEEK 
October 11-16 


| Che feed Bag Annual 


FEED BUYERS GUIDE 


(See Page 14) 


ASA 


MERCHANDISING MAGAZINE 
OF THE FEED INDUSTRY 


aff 
M a r C 1 3 ] 
| 
: 


Edward Reinemann (in oval) conducts his large and growing business from the three main buildings at Reedsville 
pictured above. His son, Clifford, associated with him, also owns the elevator at Grimms, Wis., managed by Ernie Zahorick 


another Big Jo booster. 


Big Jo F, lo ur has been sold in Reedsville since 1896. The 


Reinemanns will tell you it really is”’Best in the World”. 


Mut 


WABASHA, MINNESOTA > USA. 


; Weve DWARD REINEMANN of Reedsville, Wis., widely known 


> 


as the “Barley King”, ships many cars of choice Wisconsin 
malting barley to the market each year but is equally proud of 
his reputation for handling highest quality products. “It’s the quality 
of our merchandise that has increased our business from year to year,” 
says Ed, “and consequently we are proud that Big Jo flour and millfeeds 


have been our leader for more than 40 years.” 
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Let ‘“Paetow Service” and 
prompt, courteous handling of 
all your needs make your buy- 
ing of spring requirements 
both pleasant and profitable. 
Always Glad to Quote You On 
Brewers Grains «- Millfeeds 
Malt Sprouts « Linseed Meal 


Meat Seraps e Feed Barley 
Glidden Soy Bean Meal 


Screenings 
of all kinds. 


Our daily and weekly quotations gladly sent on request. 


FEED-GRAIN 
SCREENINGS 
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COAST TO COAST 
GRAIN SERVICE 


—Retter Built Bags— 


BAG FACTORIES - COTTON MILL - BLEACHERY 


(Quoted from Customer's Letters) 


INCORPORATED 


Headquarters — MINNEAPOLIS, MINN. 
761 Chamber of C rce 


“WE are mighty glad to be 

buying some bags from 

you and want to say that you 

have been giving us beautiful 
bags and excellent service.” 


Country Offices 


Fairmont, Minn. Crystal, N. Dak. 
Marshall, Minn. Sioux Falls, S. Dak. 
Williston, N. Dak. Lincoln, Neb. 


Terminal Offices 


Buffalo Kansas City 
Albany St. Louis 
Chicago New York Portland 
Green Bay Boston Spokane 
Cedar Rapids Omaha Seattle 
Toledo Memphis San Francisco 


Winnepeg, Man. Montreal, Que 


Duluth 
Milwaukee 


NASHVILLE — NEW ORLEANS 


Cargill, Incorporated, Seed Division 
Box 54, Minneapolis. 


TALK asout sacs! 


WERTHAN BAG CORPORATION 


—( WERTHAN )— 


==DEPENDABLE EQUIPMENT== 
Inset: Specially Thoroughly Mixed Dry Feed 


designed agitator 

cylinder, which, 
The Strong-Scott Triple Action Feed Mixer is a complete one- 
man unit that mixes perfectly and economically. It is built to last. 


with Planetary 
gear speed reduc- § 
er, saves 25% to 
50% on operating 
1. Combination V-Belt and Planetary gear drive. This efficient 
drive arrangement cuts power costs—for instance, one ton 
mixer requires only 5 h.p. 
2 Loading Hopper. 
3. Elevating Leg. 
4. Sacking Spout. 


s 
No Fire or Dust Explosions 
can occur with the Strong-Scott Pneumatic Attrition Mill 


1. Feed is elevated by means of grinding 
motors without reduction in grinding 
capacity. 


2. Adjustable non-choking feeder. 


3. Removable cover for changing plates. 
4. Feed is cool when sacked. 


5. Unusually heavy base—sturdy con- 
struction. 


Everything Jor Every Mill, Elevator 
and Feed Plant am 


Have you a Copy of our Feed 
Mill Equipment Catalog? 


If not, write for it. Minneapolis Minn. Great Falls Mont. 
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STRONG 
The Strong-Scott Mf§ Co. 
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Why 
Make More Money Mixing Feeds the 


Hubbard Shunshine Way 


Don’t put off getting this 
valuable free manual. 
Experienced feed men 
wrote it. Get the facts 
about having your own 
private brand. Read how 
Hubbard dealers are pro- 
tected. Send for this 
manual today. Some fine 
territories still open for 
aggressive dealers who 
want bigger profits in the 
feed business. 


HUBBARD 
SUNSHINE 
CONCENTRATE 


It’s complete—con- 
tains all the essen- 
tial vitamins, pro- 
teins and minerals. 
Mix it with your 
ewn grains to sell 
under your private 
label. Hubbard helps 
yousmsees you 
through from form- 
ulas to advertising. 
Dealers everywhere 
shewing big increase 
in volume and prof- 
its with their own 
brand of feeds made 
The Hubbard Sun- 
shine Way. 


MOTHER HUBBARD FLOURS 
MOTHER HUBBARD CEREALS 
HUBBARD'S SUNSHINE 
CONCENTRATES and MASHES 
SUNSHINE DOG 

Products of 


HUBBA 


FOUNDED 1878 | Dept. F37 
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pai % sincerely» 
n Yo > Barer! 
presivent 
HUBBARD MILLING 
COMPANY, Dept. F-37 
I'd like to know how Hubbard can help 
me do more feed business under my own 
Use the Coupon Qr label. Tell me if my territory is open and 


Write Us A Letter 


D MILLING CO. 


Mankato, Minn. 


send me your mixer manual—free. 


Address ........ 
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MILWAUKEE, WISCONSIN 


DAVID K. STEENBERGH, Managing Editor 


Volume Thirteen 


MARCH, 1937 


Number Three 


You Can ‘Hatch Out’ Extra Profits 
In Poultry Business This Spring 


@ Plan Your Campaign in Advance for Best Results 


ILL your poultry feed business 
Wiis spring be something you can 
crow about? 

Into your community from various 
hatcheries perforated boxes will travel 
over the mail routes to the accompani- 
ment of a shrill symphony emanating 
from fluffy balls of potential egg makers 
within. Each of these containers repre- 
sents possible profit for you, depending 
in extent upon the amount of effort you 
exert to cultivate the business. 

Do You Just Coast? 

Perhaps you are one of those dealers 
who is satisfied to stock your store with 
a quality line of starting, growing and 
laying mashes and to serve the customers 
who come to you for their necessary sup- 
plies. Maybe you do a good volume, too, 
and are able to chalk up a sizeable profit. 
But has it ever occurred to you that 
there are many angles which you may be 
overlooking that might mean the differ- 
ence between just an ordinary and a peak 
business ? 

The shipments of baby chicks from 
outside hatcheries into your territory 
may make you smile with satisfaction. 
“Bring ’em on”, you might say. “The 
more the merrier”. 

Handling Baby Chicks 

But do you realize that you could have 
those potential customers coming to your 
store and buying their baby chicks from 
you instead of dealing indirectly with an 
outside concern? Many successful deal- 
ers have tried this plan by acting as an 
agency for a well known hatchery or in- 
stalling incubators of their own. 

When such an arrangement exists the 
dealer knows exactly who is buying the 
chicks and can easily keep a file, record- 
ing the purchases for future sales fol- 
low-ups. He has a splendid opportunity 
also of getting customers to take out an 
order of starting mash on their first 
Visit. 

“Now that you have purchased this 
fine lot of chicks,’ the dealer can say, 
“you will want to start them out right 
so that they will survive diseases and 
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develop as rapidly as possible into egg 
producing hens. Our mash contains cod 
liver oil that will prevent rickets and has 
the right balance of other ingredients.” 

The conversation can take place before 
an open bag of feed as the dealer lets it 
filter through his fingers. Here is a sell- 
ing opportunity which is hard to beat and 
it saves a trip to the customer’s farm. 
There are extra profits to be made, too, 
from the sale of the chicks themselves 
which should not be overlooked. 

Plan Your Campaign 

Naturally, a dealer handling baby 
chicks in his own store cannot expect to 
supply everyone in his community. There 
will be some who have been dealing with 
established sources for many years and 
will continue to do so. Selling of feeds 
to this type of customer is a job for ad- 
vertising and personal solicitation. This 
should be planned in advance. 

One splurge of advertising seldom sets 
the world afire. The dealer should plan 
a series of well illustrated ads in his local 
paper supplemented by at least three di- 
rect mail pieces to be sent out at inter- 
vals of one week and starting several 
weeks in advance of the baby chick sea- 
son. Manufacturers of the products you 
handle and the local newspaper will glad- 
ly furnish you with suitable cuts to il- 
lustrate the advertising. If you don’t feel 
capable of writing the copy yourself your 
local newspaper editor who is usually 
anxious to get business will gladly do it 
for you. Many of the manufacturers also 
furnish mats which can be inserted in the 
paper with the name of your store im- 
printed on the bottom. 

Personal Calls Needed 

The advertising will pave the way and 
may bring you some actual orders but 
don’t expect it to do all the work. Get 
in your automobile and spend several 
days each week calling on the larger 
poultrymen. If you have a service man 
turn the job over to him. Go out and 
bag the sales that your advertising has 
scared out of the brush. 

While you are out gunning in the ter- 


ritory, however. do not neglect your own 
store. Make it sparkle with the spirit 
of spring. Put some live baby chicks in 
your window with a display of your 
feeds. Place special merchandise you 
want to sell to the poultrymen near the 
cash register. Arrange your stock inside 
the store so that it pops out at the cus- 
tomer and reminds him that it is just 
what he needs. 

You can also stimulate interest in your 
store by conducting contests and employ- 
ing other sales ideas. You can find a 
dozen or more such ideas in every issue 
of The Feed Bag. Read it carefully. 

Take On Some Sidelines 

It is easy to sell a poultryman who 
comes into your store for feed the nu- 
merous supplies that he needs to operate 
a successful poultry farm. Feeders, 
brooders, egg baskets, poultry litter all 
weave themselves into the pattern. And 
why should the customer walk several 
blocks to an implement or hardware store 
when he can purchase all his needs under 
your roof? 

Incidental!y, you can have a prescrip- 
tion department. too. There are on the 
market reliable remedies which help the 
poultryman to protect his chicks against 
the ravages of disease. Make it a point 
to know something about these diseases 
yourself so that you can diagnose them. 
This kind of service builds customer 
confidence in you and moves the reme- 
dies off your shelf at a nice profit. 

Come and Get It 

The farmer this year is in the best 
cash income position he has enjoyed 
since 1929. Although egg prices at the 
present time are low in comparison to the 
cost of feed, baby chicks must still be 
nurtured to egg producing hens and there 
is always the hope among poultrymen 
that conditions will be better by the time 
their new flock is in production. Business 
is out there beyond the barnyard gate 
waiting for you to “come and get it”. 
It’s up to you to make the 1937 poultry 
season something to crow about. 
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e TRIANGLE FEED and flour store, 85 
Elm street, Benton Harbor, Mich., has 
been purchased by Wesley C. Geisler, St. 
Joseph, Mich., who will combine the store 
with his hatchery. 

e H. R. SUMNER has resigned as execu- 
tive secretary of the Northwest Crop Im- 
provement association, Minneapolis, to 
join the agricultural department of F. H. 
Peavey & Co., Minneapolis. 


e E. F. STEPHAN, formerly treasurer 
of the McMillen Co., is now associated 
with Old Fort Mills, Marion, Ohio. He 


is experienced in sales work and well ac- 
quainted with the trade. The northeastern 
Ohio territory will be under his super- 
vision. 


AME YOUR FEE 


How One Feed Dealer Solves 
Cut Price Arguments 


66 HENEVER a farmer comes in to 

tell me how much cheaper he can 
buy feeds than I can sell it for, I always 
counter with a story which in many in- 
stances, closes a sale,” said Ernest A. 
Heins, feed dealer, Caldwell, N. J. “And 
here’s the story”: 

Two little boys opened lemonade 
stands at a picnic. A prospect asked one 
of them, “What do you charge for your 
lemonade?” 

“Five cents a glass,” 
ful merchandiser. 

“And what do you aia for a pines 


| ? 


replied the youth- 


a If your customers’ chicks don’t “do very well” . . . will they blame 
Bs: your feed? 
a We know and you know that many factors OUTSIDE of YOUR 
fl CONTROL can offset much of the good health-building qualities of 


the best of feeds. 


That is why thousands of feed dealers have taken on the Dr. 


With this complete line of 
time and flock tested poultry health preparations, and with the 
assistance of our nationwide poultry health service back of them, 
these dealers can now offer the advice, service and preparations that 
help not only to eliminate many complaints but also actually increase 


You owe it to yourself and your customers to become affiliated 
with this outstanding organization. It will enable you to increase 
the value of your service to your customers; it will enable you to 


a Intestinal disturbances, brooder pneumonia, worms 
3 handicaps to the best feeding program. 

Be Salsbury line of poultry medicines. 

i the results of their feeding programs. 

ay increase your sales and profits. 


Write us at once for details of our 1937 Dealer 
Merchandising program 


DR. SALSBURY’S LABORATOR IES 
CHARLES CITY » 
BRANCHES: Jersey City, N. J., Kansas City, Mo., Pomona, Calif., Columbus, Ohio 


a NATION-WIDE POULTRY HEALTH SERVICE 


” 


of lemonade,” the same prospect asked 
the other young competitor. 

“Two cents a glass.” 

After the purchaser had drunk the two- 
cent lemonade, he asked the seller, “How 
can you afford to sell your lemonade at 
two cents a glass when the other boy 
across the road wants five cents for the 
same size glass?” 

“Well, you see, mister,” 
youthful price-cutter, 
pail.” 

“I point out to the bargain-hunting 

shopper that this lemonade tasted good 
to the purchaser until he learned the rea- 
son for the price cut and then any price 
would have seemed high. Likewise, with 
the sale of feed and grain. There is usual- 
ly a reason behind the drastic price-cuts 
in our lines and the feed dealer who 
keeps a close check on competitive prices 
can, in many instances, show his bargain- 
hunting customers that the cat fell in the 
pail somewhere along the line.” 
e TUBBS MILL near Hurstville in 
northeastern Iowa has been leased by the 
United States Cheese Factories Co., Chi- 
cago, and will be remodeled and opened 
and operated as a cheese factory. The 
mill was built 80 years ago and was run 
for many years by waterpower from the 
Maquoketa river. 


replied the 
“the cat fell in my 


e HARRIS NELSON, linseed meal divi- 
sion, Pittsburgh Plate Glass Co., Mil- 
waukee, Wis., with Mrs. Nelson just left 
in time to escape the cold wave and snow 
to enjoy the sunny climate of California 
where he is spending a well-earned vaca- 
tion. The postals they are sending to 
their friends reveal that they are having 
a fine time. 


@e WALTER FRATZ, Accident, Mary- 
land, is building a new home and feed 
store. 


e ARTHUR H. HILL, Lebanon, N. H.. 
for 43 years engaged in the retail feed 
and grain business, died recently at his 
home after a lingering il!ness. 


aa 


NEW YORK 
Clifford MacFarlane, Delhi. has been 
appointed manager of the Crawford 


Bros. feed store, Sidney Center. 

Victor Flour Mills, Inc., has reopened 
its branch at Pittsford which was closed 
for several months as a result of fire 
damage. 

Pearl City Mills, Jamestown, was 
destroyed by fire February 2 with a loss 
estimated at $100,000. The firm is op- 
erated by Clarence E. Andrews and A. K. 
Denn. Business is being conducted in an 
adjoining building undamaged by the 
blaze. 

C. S. Meade & Co., Moravia, has 
changed its name to Wheat Bros. The 
firm has been in operation for half a 
century. 
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Tuholski Uses Space on Feed Sacks 


To Advertise His Products 


@ Believes in Meeting Customers More Than Half Way 


N the back end of his building in 

Michigan City, Ind., A. A. Tuholski 

makes 15 tons of mash a week for 
supplying his customers along four coun- 
try routes and those who come into the 
store for supplies and service. The mash 
goes into bags that bear Tuholski’s own 
brand name but he also keeps on hand 
three or four kinds of commercial feed 
that customers see advertised in their 
farm and poultry journals. This is part 
of the plan that Tuholski has for supply- 
ing customers with anything they desire. 
In the store at the front end of the build- 
ing there is also so much of a variety of 
things that seldom does a customer have 
to turn elsewhere for his needs. 

Was Formerly a Farmer 

In the beginning five years ago there 
was the handicap of small buying power. 
Tuholski came in from his father’s farm 
bent upon a feed store business and 
$500.00 was all he could muster. How- 
ever, his striving to please kept the cus- 
tomers on the increase. 

“Some days there would be only ten 
customers with a possibility of 20 on 
Saturday,” he said, “and as they asked 
for things I did not have, I promised to 
have those things the next time and tried 
the best I could to make them feel satis- 
fied. Little by little I built up the stock 
to go along with the feed I prepared until 
now I have five men and my wife help- 
ing me and the old city-hall that I occupy 
is soon going to be too small for us.” 

Covers Regular Routes 

Probably it was Tuholski’s idea of 
meeting the customers more than half 
way that first put him on his road to 
success. Just as soon as he could afford 
a truck back in 1932 he began hauling 
out on regularly prescribed days and 
routes the feed that he was mixing in the 
rear part of the store. The service has 
increased until now there are four big 
routes a week to be run and some of the 
loads are two tons in size. And in the 
loads there is variety all the way from 
Tuholski’s own mashes to packets of gar- 
den seeds that customers order by tele- 
phone. They know that the truck will not 
fail to make the run, so anything they 
order will be delivered. 

In the beginning the store itself pre- 
sented only a scattering of merchandise. 
Tuholski had run a partition across not 
more than a dozen feet in from the win- 
dow so that customers could not see the 
barrenness of the rest. Now that old par- 
tition is gone. So is another farther back 
that was put there when the building was 
put up 75 years or more ago. And the 
feed mixing department had to be taken 
back to the very rear next to the alley. 
The store was begging that much for 
more space in which to display its mer- 
chandise. Now there are scores of bins 
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ranging down through the middle. From 
either side of these Tuholski and his help- 
ers take all manner of feeds for every 
kind of live stock, including pets. Piled 
high are the sacks that contain nationally 
advertised formulas for poultry, hogs, and 
dairy cows especially. A certain class of 
customers will have them and none other 
and Tuholski never tries to turn them 
from these to his own. The customer 


Tuholski makes his own mashes but handles a 
quality commercial line. 


must have what he asks for. That makes 

him feel at home in the store and it keeps 

him coming back again and again. 
Avoids High Pressure 

“Of course it is impossible to have 
everything in stock that customers de- 
mand,” Tuholski explains, “so only by 
careful means do we try to turn them to 
something just as good. You can’t insist 
at all. If you do, they won’t like it, and 
may go out never to return. The best 
one can do is to suggest; tell them that 
‘So and So’ likes this other feed and it 
will prove profitable to him also.” 

From Tuholski’s small beginning with 
only a few items in 1931, he has in- 
creased his stock until it stuffs the build- 
ing. In the upper story he now has his 
own hatchery. In the enclosed office are 
the batteries that show off his chicks of 
various age. Up front in season there is 
a great display of field and garden seeds. 
Space for the baled hay toward the rear 
and for the mixer at the very rear are 
already cramped and Tuholski may soon 
have to annex something else for room. 

“The customer may not always be 
right, but he thinks he is,” is some of 
Tuholski’s philosophy, “so he better be 


handled carefully. After all, there are 
many different makes of things, all good, 
even if they don’t all bear the same name 
and the customer’s judgment deserves to 
be respected. Tuholski came in from the 
farm where he learned feeds from the 
farm angle. And he realized that his 
choice of dealers when he farmed was 
the one who tried hardest to get him just 
what he asked for. He feels that he 
benefits from having experienced that 
view point. 
Advertising on Sacks 


Tuholski does some advertising in the 
Michigan City dailies and takes advan- 
tage of every other form of advertising 
offered. His own motor trucks keep car- 
rying his name about the country. He has 
a big sign on his building, and then every 
paper sack that goes out of the store car- 
ries a long list of reminders in feed store 
merchandise. As long as that sack stands 
around containing feed, it is announcing 
a lot of the various things available at 
the store. Otherwise the one having 
bought the sack and its contents might 
forget what an infinite variety of things 
for poultry, pigs, cattle, horses, dogs, rab- 
bits, birds, gardens, and fields Tuholski 
keeps. And it has all been accumulated 
since the drear dead days of 1931 when 
Tuholski with $500.00 came in and began 
doing things. 

Tuholski reports that because of low 
egg prices and high feed costs farmers 
were selling off their old hens as early as 
January when March is usually the month 
for the exodus. That naturally cut down 
the demand for poultry feed. But, he 
added, the only way to do in the case is 
to face the fact and conform the business 
as nearly as possible to the change. 

Operates on Cash Basis 

Tuholski does business on a cash basis. 
A big sign to this effect is posted at the 
office window. However, it is mostly in- 
tended for those who are known to be 
slow or doubtful. The gilt-edged custom- 
ers are allowed to know that they can 
still have merchandise on 30 days’ time, 
or from pay day to pay day. 

“Tt isn’t up to me to complain about 

any adverse condition I meet along the 
way,” he declared. “It is only up to me 
to face it and beat it by better manage- 
ment. We don’t know what to expect in 
the future, but neither have we ever 
known. So we might as well go on cheer- 
fully about our business.” 
e HOWARD BAXTER ELEVATOR, 
Washington, Ia., leased by C. G. Phil- 
lips of Washington, was destroyed by fire 
February 13. The loss estimated at $20.,- 
000, included 1,500 bushels of corn, 800 
bushels of soy beans and 1,500 bushels of 
oats. 
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THAT ALL,JIM? 


HOW ABOUT A 
LOAD OF MASH? 


THAT WAS A 
SWELL TIP, JIM 
- MY FEED 
BUSINESS 1S WAY 
AHEAD OF LAST 

YEAR'S SINCE | 

STARTED MIXING 


SORRY, OLD MAN, 


“RICKET-PREVEN- | 


RICES WERE LOW, BUT 


BUT YOU CANT 
SELL ME FEEDS 
MIXED FOR JUST 


TION” LEVELS OF 
VITAMIN D- 
'M AFTER 

REAL HATCHES 
‘THIS YEAR / 


WELL, WHAT'S 
THE MATTER WITH 
MY MASH ? I'M 
USING THE BEST 
OlL | CAN BUY, 
- WHAT MORE 
DO YOU WANT? 


~ 


PRODUCTION’ LEVELS 


| WANT PROFIT- 


OF VITAMIN D, 
THAT'S WHAT! 
AND | WANT TO 
BE SURE I'M 

GETTING IT, BY 

MOPCO xx 
- -THAT HAS 
PROFIT PRODUCTION 
RESEARCH BEHIND IT! 
WAKE UP FRED, 
READ THE PENN 
STATE COLLEGE 


TEST -THAT TELLS 
THE STORY. 


TER 


LA 
YEAH AND 


BETTER,TOO — 


MY HATCHES ARE 
MORE THAN 10% 


WE BOTH BENEFIT 
with NOPCO Xx 


YOU CAN'T expect 


from 177 to 354 


NOW CONTAINS 


333% MORE 
VITAMINS A and D 
AT NO INCREASE IN PRICE 


to date. Many poultrvmen know 


laying hens require a higher, “profit-production”’ leve 
ing—not a mere level for “rickets prevention.” 


! At the Pennsylvania State College, for example, 
€ggs per bird—more hatchable eggs, 
with thicker, better quality shells—when the Vitamin D was increased 
units per pound of feed.+ 

But remember—increasing the quantit 
may not give you ‘ 
may vary in Vitamin A and D content. 


Play safe! Give your customers 


And tests prove it 
hens shelled out over 


*This would be 708 units per pound of mash, 


your customers 


2 dozen more 


to be satisfied if 
—and others are 


OK , JIM, 
YOU'RE THE 
BOSS - 
TRY IT RIGHT 
AWAY 


IP 
CAS 


tim you hack 
on there Facts / 


y of straight oils in your mashes 


‘profit-production” levels of Vitamin D. Straight oils 
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C “profit-production” levels of Vita- 
min D the year 'round—mix your feeds with Nopco XX; its always the 
Same. 4,000 dealers are making more profit with Nopco XX 


NATIONAL OIL PR 


—SsO can you! 


ODUCTS COMPANY, INC. 


4493 ESSEX STREET 
HARRISON, NEW JERSEY 
y EACH POUND OF NOPCO Xx CONTAINS 

1,362,000 U.S.P. UNITS OF VITAMIN A. 


if fed 50-50 with scratch grains 


M 
| 
| 
3 | 
| 
Wy, 
&, 
ae ) Sy 
| THREE MONT | 
your feeds aren’t up 
learning daily—that 
l of Vitamin D feed- 
| wopcoxx| \ 
VB 
e106 


Editonial Commont 


POULTRY BUSINESS Eggs are low in price this season and feed costs are 
VS. LOW EGG PRICES relatively high. This situation creates a barrier for 

the retail feed dealer out to do a big volume of business 
this spring. Invariably, the customer who is approached will say that he cannot 
afford to purchase quality rations because his egg prices are low and consequently 
he must use what he has produced himself or resort to cheap mixtures. 


There are dealers who will accept this argument and after a few reversals will 
resign themselves to circumstances and sit back in their chairs waiting for a change 
in conditions. They should remember, however, that the baby chicks to be raised 
this spring are not responsible for the present situation which has created the gap 
between egg and feed prices. These chicks still need quality feeds to develop them 
into strong, healthy flocks that will give the farmer maximum production. 


The feed man this spring should present his arguments so that the poultrymen 
will realize he is building up for the future and that trying to economize by cutting 
down on feed costs is a poor policy. The present laying flock, too, he should be told, 
must not be permitted to run down in bodily vigor, for it will not be physically fit 
for maximum production when the poultry business returns to a more profitable basis 
as it is bound to do. 2 


True, there are economies which can be affected but these should not be made 
at the sacrifice of the hens’ health and productivity. It is the duty of the feed 
man, who should serve as the doctor of feeds and feeding in his community, to show 
the poultryman how he can cut corners without harmful results. 


Selling for the feed dealer is a year ’round problem. Sometimes the going is easv; 
sometimes it is rocky and rough. Successful feed dealers keep plugging away on 
their sales program regardless of conditions. They realize that if the sale is not 
always made they are at least maintaining contact which will accrue to their 
benefit in the future. 


So don’t throw out the white flag and surrender because orders aren’t easy to 
get. Keep hammering away and, although you may meet with many reverses, 
tact and persistence will put you far ahead of the competitor who is satisfied to 
cool his heels on his desk and wait for the poultry situation to improve. 


EMIL J. BLACKY 
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SERIOUS PROBLEM 


Hardware Man: “What about Bill 
Jones who runs that farm near Cedar 
Corners? Is he a good risk?” 

Feed Dealer: “He’s a problem. He al- 
ways pays cash so I don’t know how 
honest he is.” 

GETTING EVEN 

Salesman: “Say, what’s the matter with 
the train service here? That engineer 
breezed past without stopping.” 

Station Master: “Aw, he’s mad at me 
‘cause I wouldn’t give him a chaw of 
tobacco yesterday.” 

* * 

Traffic Cop: “Don’t you know what I 
mean when I hold up my hand?” 

Lady Driver: “I ought to know. I have 
been a school teacher for 25 years.” 


RACKED 


KORN 


@ CAREFULLY SIFTED FOR FEED DEALER CONSUMPTION 


REAL KNOCKOUT 
Salesman: “Who was the last man to 
box John L. Sullivan?” 
Dealer: “The undertaker.” 
*x* * * 
THE HONEST MAN 
Conductor: “What are you doing with 
those towels in your suitcase?” 
Passenger: “Oh, they are some I used 
the last time I was on the train. I had 
them washed and brought them back.” 


CHICK MASH SEASON 


Is Just Ahead! 


BE PREPARED for Bigger Business 
Through Northrup, King’s Token Deal 


@ Thousands of farmers will be steady 


users of Northrup, King’s Chick Mash as a 
result of Northrup, King’s special Chick 
Mash token deal. 
farmers will buy Northrup, King’s Chick 
Mash because of Northrup, King’s daily 15 
minute radio broadcasts. 
for a bigger-than-usual business on all 
Northrup, King products this Spring. Place 


your orders now. 


Thousands of other 


Be prepared 


Wholesale Seeds and Feeds. 


NORTHRUP, CO. 


Minneapolis 
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Minnesota 


CORNHAY WEAKLY NEWS 

Mose Washington Brown, Cornhay’s 
only colored inhabitant, has taken to 
wearing a reflector so the motorists can 
see him crossing the street at night. . 

It is impossible to print the obituary 
of John Wilson, well known Cornhay res- 
ident, on account of his wife wasn’t very 
well acquainted with him as he belonged 
to three lodges and two clubs. 

x 

When the preacher looks at the con- 
gregation he wonders “where are the 
poor,” but when he sees the collection 
box he bemoans, “where are the rich?” 

CERTAINLY DOESN’T 

Joe: “I have no sympathy for a man 
who beats his wife.” 

Fred: “A man who can beat his wife 
doesn’t need sympathy.” 


* * 
TOO BAD 
First Communist: ‘Nice weather we 


are having.” 

Second Communist: “I suppose so but 

the capitalists are having it too.” 
* 

If your wife laughs at your joke you 
can be sure its a darned good joke or 
you’ve got a darned good wife. 

* 
SELF PROTECTION 

Stenographer: “There’s a man outside 
who says you owe him money and wants 
you to pay it.” 

Dealer: “What does he look like?” 

Stenographer: “He looks like you'd 
better pay it.” 

*k 
BETTER WATCH OUT 

Principal: “So you’re back in school. 
I thought I expelled you last week.” 

Dealer’s Son: “You did, but don’t do 
it again because my dad was plenty sore.” 


SEEING GHOSTS 

Old Man: “There’s a boy called John 
Simpson working here. May I see him? 
I’m his grandfather.” 

Dealer: “You’ve just missed him. He’s 
gone to your funeral.” 
x 
NO RESULTS 

Tourist: “This seems to be a very dan- 
gerous precipice. It’s a wonder they don’t 
put up a warning sign.” 

Native: “Yes, it’s dangerous, but they 
kept a warning sign up for two years 
and no one fell over so it was taken 
down.” 

DEAD GIVE AWAY 

Dealer: “Why did you tell my wife 
what time I came in this morning after 
I told you not to ?” 

Maid: “I didn’t, sir. When she asked 
me what time you got in I said I was too 


busy getting breakfast to look at the 
clock.” 
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Dreyer Predicts Another Feed Code 
In Open Letter to Industry 


@ Wants Opinions on National Trade Council 


EASONS for completing the organ- 

ization of a Feed Trade Council as 

a part of the Grain & Feed Dealers 
National association are emphasized by 
E. C. Dreyer, Dreyer Commission Co., 
St. Louis, who has been appointed chair- 
man of the council. Mr. Dreyer, in an 
open letter to the industry, points out the 
need for concerted national effort and 
asks feed men for their opinions on a 
proposed program. 

The establishment of a Feed Trade 
Council under the Grain & Feed Dealers 
National association was proposed at the 
national convention of this organization 
held in Milwaukee last fall. Since that 
time the National has been working on 
the project and appointing various leaders 
of the industry to the council. Mr. Drey- 
er’s letter follows: 

Visions Another Code 

“We are being asked frequently this 
question: ‘What is the purpose of the 
Feed Trades Relations Council in the 
National association’? 

“There are a number of reasons for the 
formation of this body (a) preparation 
against the day of further ‘code’ initiation; 
(b) assisting in any and all sane regula- 
tions that may be proposed for our indus- 
try and opposition to harmful proposals; 
(c) elimination, by group action, of un- 
fair trade practices which may creep into 
the industry from time to time; (d) help 
and encouragement to state and regional 
feed associations affiliated with our in- 
dustry. 

New NRA in Offing 

“First we are faced with the prob- 
ability of some new form of NRA control 
from congress. This may take the form of 
a measure permitting the ‘approval’ of 
fair trade practices under the federal trade 
commission; it may (in case of changes 
in the supreme court) be in the form of 
an actual revival of the NRA, much in 
its first form. Again, we are faced with 
many proposals in state legislatures right 
now for state legislation for fair trade 
practices, with the accompanying regula- 
tion by the state of hours and wages. (In 
one state a law is already introduced to set 
up a 30-hour week with no employees 
allowed to work more than six hours in 
any 24.) 

Better Information Needed 

“Most of our industry is undoubtedly 
familiar with figures that were gathered 
at the time of the NRA. These statistics, 
gathered hurriedly, probably should be 
revised now in the light of new possi- 
bilities. 

“In 1934 the census statistics indicated 
the total number of retail outlets in the 
United States at 21,000. How many of 
those were also manufacturers we could 
not be sure but census figures indicated 
about 60 per cent so engaged in manu- 
facturing. We did not, at that time, con- 
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SMITA BROS. 


“Gosh, yow’re gettin’ to be an awful bore to be penned in with!” 


sider the census figures as nearly correct 
for they must have included many whose 
feed business was so small as to be in- 
significant in comparison with their other 
business. 

How Many Employees? 

“As to employees engaged in our trade, 
we could only estimate. Replies from 
association men indicated, on the basis of 
census figures, that our industry has about 
70,000 employees. 

“It was practically impossible to gather 
definite data on aggregate invested capital, 
annual sales and production capacity but 
with more time we may be able to gather 
some such figures in the near future. 

“During NRA days it was estimated 
that 83.6 per cent of the industry was 
represented in the National Federation of 
Feed Associations. 

What Is Your Opinion? 

“At this time we wish that feed dealers 
over the United States, men who are so 
vitally interested in NRA work, would 
again have interest to the point of help- 
ing us in the preliminary consideration of 
trade matters. Shall we perfect organiza- 
tion further, gather statistics and ‘be 
ready’ if and when another code pro- 
posal is thrust upon us? Shall we at- 
tempt to gather the feed trade leaders 
at some central meeting place early this 
year to ‘plan ahead’ so that we may have 
united action among all the industry when 
it comes to gathering factual material, de- 


veloping a national trade policy, or in 
taking action for or against proposals that 
may come up? 

“I really feel that it is of vital import- 
ance to the entire feed industry and, there- 
fore, ask that all feed men write their 
opinions and send them at once to the 
Grain & Feed Dealers National associa- 
tion, 414 Merchants Exchange building, 
St. Louis, Mo. We will go over these 
letters and be able to make some specific 
recommendations for action.” 


e PLYMOUTH CEREAL MILL, INC., 
Le Mars, Ia., has been incorporated with 
capital stock of $70,000 to engage in the 
business of milling flour, grinding of feed 
and processing of agricultural products. 
Incorporators are M. A. Class, Jr., R. B. 
Dalton, W. H. Boyd, E. A. Dalton and 
R. J. Koehler. 


e LEROY AND TY ZEIGLER, East 
Berlin, Pa., have purchased the former 
Saddler feed mill located between 
Arendtsville and Biglersville, Pa. 


e A. C. BURKETT has opened the 
Farmers Exchange feed store, Clyde, O. 


e WILLIAM F. EWE, department sales 
manager, King Midas Flour Mills, Min- 
neapolis, Minn., will leave soon with Mrs. 
Ewe on a Mediterranean cruise. They 
expect to be gone several months. 
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National Feed Week Celebration 
Set for October 11 to 16 


@ Entire Industry Expected to Join in Observance 


ATIONAL Feed Week, during which 

the entire industry will join in a 

tremendous publicity campaign to 

advertise the importance of its service 

to agriculture, will be celebrated through- 

out the United States from October 11 to 
16, inclusive. 

The Feed Bag has taken the initiative 
in sponsoring the celebration but all feed 
trade associations, feed manufacturers, 
jobbers, brokers and dealers, and the 
members of all allied trades, are expected 
to cooperate in the program and many 
have already indicated their willingness 
to do so. 

Will Be Highly Publicized 

No general announcement of National 
Feed Week was made previous to publi- 
cation of this article but it has been under 
consideration by the staff of The Feed 
Bag for many months and a complete 
plan for the celebration will shortly be 
mailed to all who are interested. Long 
before the opening day of National Feed 
Week on October 11 there will no longer 
be a single person in the trade or a 
feeder on any farm who has not heard of 
the event. 

It will be publicized in newspapers, 
the farm journals, on the radio, with 
posters and with circulars for direct dis- 
tribution to the feeders and general pub- 
lic. Manufacturers will promote it 
through their advertising and dealers will 
observe National Feed Week with open 
houses, farmers meetings and special feed 
sales. 

The staff of The Feed Bag realizes that 
it is undertaking a big job and one which 
will bring no direct financial compensa- 
tion but it is ready for the task. We 
believe the feed industry has been too 
modest, that the importance of the feed 
industry is not fully appreciated by many 
within its ranks to say nothing of those 
without and that the feed industry needs 
a nationally celebrated week in which to 
blow its own horn. 

Endorsed by Federation 

Meeting at Syracuse, on February 27, 
the Eastern Federation of Feed Mer- 
chants was the first association to offi- 
cially endorse the celebration of National 
Feed Week. The text of its resolution 
follows: 

“Whereas, The Feed Bag (magazine) 
has announced that it will sponsor the 
observance and celebration of a National 
Feed Week from October 11 to 16, 1937, 
for the purpose of giving general pub- 
licity to the important service which the 
feed trade renders to agriculture. 

“And, whereas the Eastern Federation 
of Feed Merchants believes such pub- 
licity would be beneficial to its members 
and to the entire industry. 

“Therefore, be it resolved that the 
members of the Eastern Federation of 


el4e 


By DAVID K. STEENBERGH 


Feed Merchants (assembled in conven- 
tion at Syracuse, N. Y., February 27, 
1937) hereby endorse the proposed Na- 
tional Feed Week celebration and agree 
to cooperate in its observance.” 

The Feed Bag Annual 

As a further service to the industry 
the staff of The Feed Bag wishes to an- 
nounce its publication, as of September 
1, 1937, of The Feed Bag Annual Feed 
Buyers’ Guide. 

The feed industry, at present, has no 
year book or buyers’ guide and through 
its entirely new and separate annual The 
Feed Bag expects to provide the trade 
with one which will be more complete, 
more informative, more useful and of 
higher quality than the best available for 
any industry. 

The Feed Bag Annual, to begin with, 
will be no pee-wee in size. The pages 
will be a full 9x12 inches, with a type 
page of 7x10 inches. It will have a stiff 
cover beautifully printed in colors, fine 
coated paper for all the inside pages and 
excellent typography from cover to cover. 
The binding will be of the modern pat- 


e J. G. SEARS, Oblong, Ill., has pur- 
chased the business of the Choice Feed & 
Produce Co., Robinson, Ill., formerly op- 
erated by Hy Rotramel. He will conduct 
the business as the Economy Feed & 
Produce Co. 


e NEW RICHMOND FEED MILL, 
Canton, Wis., was recently destroyed by 
fire. The Christ Holmen mill, Cameron, 
Wis., has been leased and business is being 
carried on from this point. 


McConnell Is Appointed 
General GLF Manager 


James A. McConnell was appointed gen- 
eral manager of the Grange League Fed- 
eration, Inc., at a meeting of the board 
of directors held in Ithaca, N. Y., Feb- 
ruary 19. He succeeds H. E. Babcock 
who has taken a leave of absence to rest 
and travel. 

Mr. McConnell was formerly president 
of the Cooperative GLF mills, Buffalo, 
largest subsidiary of the GLF. He is a 
graduate of Cornell university and taught 
animal husbandry at the school for sev- 
eral years, later joining the GLF as field 
man and advancing to the position of 
superintendent of plants. , 

In 1934 Mr. McConnell was special 
advisor to the AAA on drought feed emer- 
gency. He has been succeeded as man- 
ager. of the Cooperative GLF mill at Buf- 
falo by A. L. Bibbins. 


ented type which will permit full visi- 
bility with every page laying flat any- 
where the book may be opened. 

The buyers’ guide will list every feed 
and feed ingredient known to the indus- 
try as well as all supplies, equipment and 
machinery which the industry handles or 
uses. Names of all producers or whole- 
sale sellers of each feed, etc., will follow 
each listing. The entire guide will be 
indexed and cross-indexed for ready ref- 
erence. 

In addition the annual will include an 
article with authoritative information 
about each major ingredient. About glu- 
ten feed, for example, it will tell you of 
the original source, the manufacturing 
process through which it is produced, the 
chemical analysis, the feeding value, its 
place in the ration for various farm an- 
imals and the recommended minimum 
and maximum percentages at which it 
may be used in each type of ration. 

Other features to be included in The 
Feed Bag Annual are a complete account- 
ing system for use of feed merchants; 
price charts; protein, vitamin and min- 
eral charts; farm animal population tables 
and many pages of similar statistical and 
reference material. 


Tips on Raising Chicks 
Producing Results 


In a “raise better chicks program” re- 
cently inaugurated in Florida, the follow- 
ing factors were found essential for suc- 
cessfully raising quality pullets and 
cockerels. 

1. Get early-hatched chicks. Better egg 
and poultry prices will be obtained. 

2. Be sure the chicks are free from 
inherited diseases. 

3. Have clean brooder houses. Scrub 
thoroughly and then wash with lye water. 

4. Have clean land, unused by poultry 
for at least a year and free from worms. 

5. Feed balanced rations. Better growth 
will result with vitality kept at a high 
point. 

6. Separate pullets from cockerels as 
soon as possible. 

Where all six of these factors were con- 
scientiously followed on Florida farms 
it was found that the death rate of nearly 
50,000 chicks was less than 7 per cent. 
When only one factor was neglected, the 
rate jumped to 22 per cent and where two 
factors were neglected the rate was 30 
per cent. 


e EBERSOLE MILLING CO., Clarence 
Center, N. Y., is now doing business in its 
new plant which was recently completed 
in record time to replace the one destroyed 
by fire last November with a loss esti- 
mated at $30,000. 
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Experiment Station Tests on 


chick 


prove value Dried Whey 


@ It is a proven fact that growth, as well 
as hatchability, is greatly influenced by 
Vitamin G (Lactoflavin) which is con- 
tained in certain foods, especially milk 
and milk products. 

At the Cornell University Agricultural 
Experiment Station, extensive tests were 
conducted to determine the value of Dried 
Whey in the poultry ration. 

Groups of chicks were fed rations con- 
taining no Vitamin G (Lactoflavin) and 
their growth compared with chicks that 
were fed rations containing Dried Whey 


and other known sources of Vitamin G.. 


At the end of 8 weeks, the chicks that 
received Dried Whey in their feeds showed 
several times the growth of those receiving 
no Vitamin G. At the same levels, Dried 
Whey chicks showed considerably more 
growth than those receiving Vitamin G 
from other sources. 

These experiments and other feeding 
tests at the Ohio Agricultural Experi- 
ment Station, proved also that Dried 
Whey greatly increases Hatchability and 
Flock Health, 

Kraco Dried Whey contains 70% T.ac- 
tose, essential for intestinal health. More 
and more wise flock owners are insisting 
upon starting, growing and laying 
mashes that contain exough Kraco, the 
superior Dried Whey made by Kraft. 
Mail the coupon. 


DRIED WHEY 


70% LACTOSE 
ABUNDANT VITAMIN G 
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Look what 
KRACO did for 


Insist upon KRACO for these 2 reasons: 


Higher Hatchability, Greater Growth 


—because of Kraco’s abundance of 


Vitamin G (Lactoflavin). (There is 
no substitute for this milk ingredient 


in poultry mashes. ) 


High Lactose content promotes intes- 
tinal health, keeps out parasites 
(coccidiosis control). 

Inaddition, the filtrate factor contained 


in Kraco insures freedom from chick pellagra. 


MAIL THIS COUPON for tatest scientific data 
Kraft-Phenix Cheese Corporation 
Dept. FB’, 400 Rush Street, Chicago. 


I would like to receive the latest scientific data 
on Dried Whey. 
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Dolee’s Service Beats Chain Store 


Competition and Builds Business 
@ Emphasizes Quality and Results in Selling Methods 


HAIN grocery store competition is 
ignored at the feed store of Michael 
Dolce, Providence, R. I. It is ad- 

mitted that when the chains first began 
selling feed, some of the customers were 
missed. Before long, however, they came 
back. They discovered that in the long 
run Mr. Dolce’s feeds, even though the 
initial cost was higher, produced more 
eggs and greater profits. 

When Mr. Dolce started his store 
right after the war he did a general hay, 
grain and feed business. However, he 
found that it was more profitable to con- 
centrate on the poultry end, and now 
most of his business is being done in this 
field. He carries in stock everything 
needed for the poultry farm, including 
feeders, brooders, incubators, etc., and 
keeps thoroughly posted in regard to the 
latest and most efficient methods of poul- 
try raising. 

Service Builds Business 

This fact enables him to render service 
which goes a long way toward gaining new 
customers and winning the confidence of 
old ones to such a degree they would not 
think of buying feed from anyone else. 
In fact, there is reason to believe that this 
service has helped a great deal in holding 
business in the face of the chain grocery 
store competition. 

Anyone who wants to start in the poul- 
try business can buy everything he needs 
from Mr. Dolce. He can buy the chicks, 
the equipment and all else. In addition, he 
can gain the information here which he 
must have if he is to make a real success of 
his poultry. Sooner or later he is almost 
certain to come to the realization that it 
has been this information which has been 
worth mote to him than anything else. 

For example, one day a man came in to 
buy 500 chicks. Mr. Dolce questioned 
him in regard to the facilities he had for 
raising poultry. The facts revealed indi- 
cated it would be a serious mistake for 
this man to start with so many chicks. 
Accordingly, this customer was advised 
to start with only 300 and he was given 
the reasons why. The first sale was re- 
duced from what it might have been but 
the customer met with success in his 
venture and has continued to be a loyal 
customer. Had he not been started right, 
it is likely that he would have become 
discouraged and given up poultry al- 
together. 

Extra Favors Pay Well 

In the case of another customer, 900 
chicks were delivered on an unseasonably 
warm afternoon. It was apparent that it 
would hardly do to leave these chicks in 
the boxes in which they were delivered. 
The customer was not at home. However, 
the brooders were in a building which was 
not locked. Mr. Dolce placed the chicks 
in the brooders and left them in good 
condition before he departed. When this 
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was explained to the customer this little 
extra service was appreciated. Those 
chicks did well because they were not al- 
lowed in crowded boxes where they would 
most certainly have become overheated. 

If egg production falls off in the case 
of any customers, Mr. Dolce will call in his 
overalls and make a thorough study of 
the flock. He will examine the hens for 
lice and disease. If necessary he will treat 
them, the customer, of course, buying 
what is needed. He shows as much in- 
terest in making those hens produce eggs 
as though the flock were his own and he 
depended upon it for his living. He re- 
alizes that, indirectly, he is depending 
upon the productivity of that flock for a 
living. If all his customers are making 
money they continue to buy from him 
and they also remain in the poultry 
business. 

Quality Above Price 

As a matter of fact a good deal of 
business comes to him for the simple 
reason that the service he renders does 
help to make the hens of his customers 
lay more eggs. In the first place, he 
handles only high grade feeds, those which 
experience has convinced him will lead 
to the highest possible egg production. 
He handles no feeds that sell at a price. 
He is not interested so much in what the 
feed costs as what it will accomplish. 

Thus many a Dolce customer gets better 
results than his neighbor who is looking 
more at the price he pays. The neighbor 
starts figuring and is forced to the con- 
clusion that the few cents he is saving on 
a bag of feed is costing him much more in 
the lower egg production he is getting. 
The more he talks the matter over with 
the old customer of the Dolce store, the 
more he becomes convinced that he has 
made an error and sooner or later he 
starts buying the higher grade feeds. 

The customers of this store have be- 
come well trained along the line of figuring 
the cost of the eggs laid rather than the 
cost of the feed bought. Every poultry 
raiser wants to keep the cost of the eggs 
as low as possible. Some think they can 
do this by paying less for grain and feed. 
Some think they can do it by using their 
own formula. 

Pushes Commercial Feed 

The opinion held by this store is that 
the average private formula is not as good 
as the feed that has been worked out by 
scientific experts after scientific research. 
A case which tends to prove that this is 
correct is that of a poultry farmer who 
has been using his own formula. This 
winter has been much warmer than the 
average New England winter. While other 
poultry farms were getting full produc- 
tion, his had fallen off two-thirds. The 
reason appeared to be that his hens did 
not lay because there was too much fat- 
tening material in the feed. Dolce expects 


to convince this man soon that it pays to 
use scientifically worked out, standard 
mixes and to stick to them. When he be- 
gins using the high grade standard feeds 
and his egg production goes up, as it al- 
most certainly will, he will become another 
satisfied Dolce customer. 
Headquarters for Poultrymen 

Many an evening the Dolce store re- 
minds one of an open forum of a poultry 
association. Customers congregate and 
talk poultry. One brings up a problem 
and the others, including Mr. Dolce, help 
in the solution. Information is inter- 
changed and as a result hens produce 
more eggs and because they do this the 
cost per egg is less. 

In the Dolce store poultry information 
is always available and it is expert in- 
formation. It is not merely a matter of 
selling feeds and equipment and turning 
the stock into cash. It is a matter of 
doing everything possible to help the cus- 
tomer obtain the best results. 

A large proportion of the sales are store 
sales. The amount of delivering which 
has to be done is much less than is the 
case with the average feed store in this 
section. This, perhaps, is partly due to 
the fact that the store is located on the 
outskirts of the city of Providence. There 
is usually plenty of parking space in front 
of it and it is on the “going home” side 
of the street. When the farmers are going 
home from the egg market they can stop 
and buy the feed and any other poultry 
supplies they need. The street leads into 
one of the main through state highways 
and farther out there are country cross 
roads. The farmer does not have to go 
out of his way in order to stop at Dolce’s 
and load up with any poultry supplies he 
may need. 

Location Important Factor 

A study of the value of locations for 
stores in feed and comparable lines, indi- 
cates that considerably more business is 
done in store sales where the location is 
on a main highway and on the “going 
home” side. In some cases just moving 
across the street so that the store is on 
the right hand side as one drives out of 
the city has made a considerable differ- 
ence in sales. 

In addition to poultry feeds and grain 
and all kinds of poultry supplies and 
equipment, Dolce sells fertilizers, seeds, 
paint, hardware, dog, goat and rabbit 
feeds, etc. No effort is spared to make 
certain that every customer is getting 
results which will make him a permanent 
buyer and one who will say a good word 
for the store to his friends and neighbors. 
In short, service is depended upon to a 
marked degree to secure new business 
and this service is doing just that, judging 
from the fact that the volume is steadily 
growing and that chain competition has 
been successfully overcome. 
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Let It Bring You Increased Profit 


Gold Medal Chick Builder is increasing sales and getting new customers for 
Gold Medal dealers. Poultrymen like this new combined starting and growing 
mash for the first 12 weeks—and they like the easy Gold Medal plan of feeding, 
too. Take advantage of the vigorous sales and advertising program now mer- 
chandising Gold Medal Chick Builder to poultrymen. Mail the coupon today 
for full details about Gold Medal Chick Builder and other profit producing 
rations in the Gold Medal line. No obligation, of course. 


WASHBURN CROSBY COMPANY 


Minneapolis of General Mills, Ine. Kansas City 
‘Form-tested™ is a Registered Trade mark of General Mills, Inc. 


2 . Washburn Crosby Company 
M al j th is Minneapolis, Minn. 
: Send me full details about Gold 


| Coupon Medal Chick Builder and how I 


may obtain the Gold Medal fran- Address—__ 


TO D AY i chise if available in my territory. 


This places me under no obligation. 


Town 
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REDUCE IODINE PRICES 

Effective March 1 chemical houses sup- 
plying iodine reduced prices and estab- 
lished a new system of marketing. Here- 
tofore, the firms sold a standardized 25 
pound container at $1.00 per pound re- 
gardless of the quantity purchased. The 
iodine may now be bought in 250 pound 
barrels at 93 cents a pound and in 100 
pound drums at 95 cents a pound. The 
25 pound container will sell at 96 cents a 
pound. Announcement of the price change 
was made by Dr. J. J. Nichols, director 
of the Iodine Educational Bureau, 120 
Broadway, New York, N. Y. 


e SHELDON LATTIN has opened a 
feed jobbing and brokerage business under 


his own name at 517 Chamber of Com- 
merce, Buffalo, N. Y. 


Mutual Millers Discuss Feeds 
At Mid-Winter Meeting 


QNE of the largest crowds in the his- 
tory of the organization attended the 
annual mid-winter convention of the Mu- 
tual Millers & Feed Dealers association 
which was held at Buffalo, February 12. 
The board of directors met in the morn- 
ing and a luncheon for the entire member- 
ship was held at noon. Lionel True, 
Springville, president of the association, 
presided at the business session which 
was held in the afternoon. 

Dealers were warned not to sign any 
agreements with unknown collection agen- 
cies in an address by Gordon E. Smith, 
Buffalo Better Business bureau. He said 


L HOPE OUR | 
BOSS WILL 
FEED YS ON 
FUL-O-PE 


P 
FEEDS / 


SURE, HE WILL. 
OUR FEED 
MERCHANT 
SAYS THEY 

ARE BEST 


ARE JUST AHEAD 


RE your customers making the profits that 

come from the fine quality chickens grown 

on the Ful-O-Pep Feeding Program? It is an 

economical way to raise chicks and should 
appeal to your poultry keeper customers. 


¢ When poultrymen use Ful-O-Pep Feeds for 


> 


LOPEPY 


\ 
» GROWING MASH ®, 


i 


pr! 


CHICK STARTERE 


THE 
Dept. 13-C, 141 W. Jackson Blvd. 


five, ten and even fifteen years 
they must have proved both eco- 
nomical and profitable. Poul- 
trymen who make money are 
profitable customers for the feed 
merchant. 

e You both gain. Your customers 
make money and you make 
steady sales at a profit. Write for 
literature describing the profit- 
able and economical Ful-O-Pep 
Feeding Plan. 


QUAKER OATS COMPANY 


CHICAGO, U. S. A. 


else 


LIONEL TRUE 


that various rackets, most of them old 
ones in a new dress, cost American citi- 
zens more than $2,500,000 annually. 

“Before signing up with a strange col- 
lection agency,” he cautioned, “be sure 
to read the terms of the contract. You 
will find that most of them require 50 
per cent of the money to be turned over 
to the agency and the dealer is lucky if 
he does not owe money to the perpetrators 
of the scheme when he decides to dispense 
with their services.” 

Conditions in foreign countries were 
described in another address by Dr. Alex- 
ander Schwarcman, director and research 
chemist, Spencer Kellogg & Sons, Inc., 
Buffalo. His listeners were particularly 
interested in Russia and the speaker was 
kept busy answering many questions at the 
conclusion of his talk. 

In an open forum discussion on feed 
problems which followed, the question 
concerning the relative feeding value of 
dried buttermilk and dried skimmilk was 
brought up by one of the dealers. Opinions 
on the subject were varied. The use of 
yeast in feeds was also discussed. 

Attention was called to the laws gov- 
erning the weighing and trucking of coal 
by President True. Under the New York 
state law a public weigher who weighs 
coal assumes responsibility for its delivery 
at its final destination in the amount 
weighed. For instance, if a Pennsylvania 
trucker drives up to a New York state coal 
and feed dealer and obtains a weighing 
certificate from him for ten tons and then 
drives up to the customer and delivers 
only five, the dealer is responsible for the 
weight of coal shown on the certificate 
issued. 

The program for the convention was 
sponsored by the Corn Exchange of Buf- 
falo and the Buffalo Flour club. At the 
conclusion of the meeting, Jamestown, N. 
Y., was selected as the site for the mid- 
summer conclave. The definite date is to 
be announced later. 
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Eastern Federation 
Reelects Thompson 
As President 


HE re-vitalized Eastern Federation of 

Feed Merchants, one of the trade’s 
oldest associations with an impressive rec- 
ord of service in the industry, held its 
most enthusiastic convention in recent his- 
tory at the Onandaga hotel, Syracuse, N. 
Y., February 26 and 27. Plans to make 
membership in the organization of increas- 
ing benefit were completed during the 
meeting. 

The first morning of the convention was 
devoted to the registration of delegates, 
the hearing of officers’ reports and the ap- 
pointment of committees. The president’s 
report by Albert J. Thompson, Wycombe, 
Pa., revealed that the federation had been 
without a secretary for about half of the 
past year but with the appointment of one 
began a greatly improved service to the 
membership. The report of the new secre- 
tary-treasurer, Louis E. Thompson of 
Glen Ridge, N. J., reviewed his activities, 
commented on the need for increased 
membership and showed that even with 
careful financial management the federa- 
tion ended the year with a cash deficit of 
approximately $40.00. 

Walker Wipes Out Deficit 

W. D. Walker, Chicago, general man- 
ager of the Arcady Farms Milling Co. 
and a director of the American Feed Man- 
ufacturers association, made an im- 
promptu talk complimenting the improved 
spirit and activity of federation continu- 
ance of which, he said, was certain to 
result in increased membership. He then 
passed the hat and collected sufficient 
funds to convert the deficit to a surplus. 

Luncheon was served in the Hiawatha 
room of the Onondaga at noon and H. M. 
Day, secretary of the Syracuse Chamber 
of Commerce, spoke on the subject: 
“What It Takes to Make a Trade Or- 
ganization.” 

Mr. Day spoke in terms of the federa- 
tion, commenting on its past success and 
recent failures. He pointed out that the 
federation was now getting a new start 
but that it needed more members and 
more finances in order to carry on a pro- 
gram of worthwhile activity. Activity 
however, he said, brings members and 
any organization wishing a steady growth 
must regularly do something new and dif- 
ferent as well as to continue carrying on 
the old things which have been proved 
worthwhile. New activities attract and 
keep members. Old projects, no matter 
how worthwhile, are eventually taken for 
granted. 

Support Soil Conservation 

The afternoon session was given over 
to the talks of four guest speakers. Prof. J. 
W. Bartlett, head of the department of 
dairy industry, New Jersey college and 
experiment station, discussed soil con- 
servation and grassland farming which he 
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said would develop to the advantage of all 
feed and fertilizer dealers. 

To assure this advantage. he urged the 
dealers to (1) support and keep posted 
on the progress of the soil conservation- 
grassland farming program so that they 
could help their customers cooperate in 
the movement and be prepared to supply 
rations which would properly supplement 
the resulting new types of farm grown 
feeds; 

(2) Equip themselves to handle mo- 
lasses, to be put in custom mixed rations 
and also for direct sale to farmers as 
grassland farming is certain to increase 
the use of and demand for molasses; 
and to 

(3) Become fertilizer dealers, able to 
advise their customers as to what fertilizer 
to buy and how it should be used in order 
to meet soil conservation-grassland farm- 
ing requirements. 

Compliments Dealers’ Service 

Henry Rathbun, vice president of the 
Dairymen’s League Cooperative associa- 
tion, New York City, next addressed the 
convention stressing the idea that his 
organization and the feed dealers were 
working for the same fundamental pur- 
pose—to help the farmer get more for 
what he produces. 

No business men, he said, are closer to 
the farmers than the feed dealers and he 
complimented the dealers for now ren- 
dering 100 per cent greater service to 
these farmers than they did ten years ago. 

The following speaker was Robert W. 
Belcher, United States Chamber of Com- 
merce, Washington, D. C. His address, 
“Your Relative Uncle Sam,” is published 
on page 23 of this issue of The Feed Bag. 

William A. O’Brien of the Rural New 
Yorker, New York City, was the final 
speaker Friday afternoon. He too spoke 
of how close the feed trade is to the 
farmer and said that independent feed 
dealers were now in better repute with 
farmers than at any time during the past 
10 to 15 years. 

For years, he explained, our editors re- 
ceived many letters from readers com- 
plaining about feed dealers as “robbers” 
and asking where to get feed at fair prices 
but few if any such letters have come in 
during the last two years. 

Hold Farmers’ Good Will 

You feed dealers now have the good 
will of practically all farmers, he con- 
tinued, but you must carefully preserve 
this good will by 

(1) Supplying good feed at fair prices. 
Don’t be lured into price cutting competi- 
tion and sell cheap feeds. You are in 
business to stay and to stay you must offer 
quality feeds at fair prices—never cheap 
feeds built to meet price competition. 

(2) Advertising the service you render 


A. J. Thomp Wy be, Pa., above, was 

i ‘of the Eastern of 
Feed ple to serve for another year. Other 
officers, also reelected, are: Bruce L. Hall, Coopers- 
town, N. Y., and James H. Gray, Springville, N. Y., 
vice presidents, and Louis E. Thompson, Glen 
Ridge, N. J., secretary-treasurer. 

New directors are: to serve for three years, 
Bruce L. Hall; Frank H. Mayer, Oneida, N. Y.; 
Fred M. McIntyre, Potsdam, N. Y., and Lewis 
Camp, Walton, N. Y.; for two years, Reeve Harden, 
Hamburg, N. J.; and for one year, Lewis Abbott, 
Hamburg, N. Y., and Roy Hewitt, Locke, N. Y. 


to your customers. You know what you 
are doing but your customers rarely real- 
ize all you do unless you tell them. You 
are an important factor in their business 
and community life so drive that fact 
home to them. 

All this is important because we now 
need public good will more than ever 
before as we are faced with the prospect 
of increased governmental regulation of 
business and radical legislation of all 
types. “The greatest problem before all 
of us is the preservation of our present 
form of government and the independence 
of the supreme court.” 

Bowden Addresses Banquet 

The guest of honor at the banquet, held 
in the ballroom of the Onondaga on Friday 
evening, was Ray B. Bowden, St. Louis, 
Mo., executive vice president of the Grain 
& Feed Dealers National association. 

His talk was a mixture of humor and 
fact and among the statements he made 
were: no man is in a local business any- 
more, what’s happening in Washington is 
just as important to the small business 
man in Clay Center as to the biggest 
executive on Wall street, there can be 
no success without organization and the 
only way to build an association is for 
members to get members, we have to 
fight for the things that are right. 

Thomas H. Avery, feed jobber at 
LeRoy, N. Y., entertained with vocal 
music, Glenn C. Garner, sales representa- 
tive of the Sunset Feed & Grain Co.., 
Buffalo, performed tricks of magic rivaling 
those of the professional masters. 

The business meeting and closing ses- 
sion of the convention was held Saturday 
morning. Officers and directors’ were 
elected as named elsewhere in connection 

(Continued on Page Twenty-six ) 
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HERE'S A COMPARISON 
OF GOOD AND CHEAP 
COD LIVER OIL 


Sure, | put this oil in my poultry 
po dairy mashes. My customers 


can't kick; they don’t pay for any 
more than they get.” 


“I know it doesn’t give them the 
protection they need, but that 
isn’t my Fault. They want some- 
thing cheap 
and they've 
got it.” 


Cheap Cod Liver Oil 
3 eap oil—cheap results. 
tection cannot be 


4' 


iy use this SUPER-A oil in all | 
my feeds. It pays because it costs 
only afew cents more and assures 
my customers complete protec- 
tion.” 


SUPER-A Coli Liver Oil | 


ssures complete protection 


“It's building my business as well 
as my customers!" 


by 

Pew,oldest and largest pro- 

ucers of codfish products 

n America. 


WHY TAKE CHANCES ? 
Use GORTON’S SUPER-A and 
BE SURE of Complete Protection 


Write or Wire For Prices 


FARM SERVICE STORES, INC. 


OF GENERAL MILLS, INC. 


JOBBING DEPT 


554 CHAMBER 


of COMMERCE 


MAIN 
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@ ROYAL-STAFOLIFE MILLS, Mem- 


phis, Tenn., has added Dr. Charles B. 
Cain, Mississippi state college. to its 
staff. Dr. Cain will serve as feed service 
director for the company with offices at 
Memphis. 


e MANHATTAN FLOUR & GRAIN 
Co., Buffalo, N. Y., is expanding its feed 


department and installing new equip- 
ment. oo 


e JOHN JOUNO, manager feed depart- 
ment, Stratton Grain Co., Milwaukee, 
left February 17 with his wife to spend a 
winter vacation at Delray Beach, Fla. 


e EARL P. WARNER, formerly con- 
nected with the Monarch Elevator Co.. 
Minneapolis, has joined the Northwest 
Linseed Meal Co., Minneapolis, as travel- 
ing representative for the state of Iowa. 
Mr. Warner’s work will be in connection 
with the distribution of Linsoy Balanced 
Proteins, a new product manufactured by 
the firm. 


ILLINOIS 

Louis Madsen and Axel Olsen have 
dissolved partnership in the Polo feed 
mi'l, Polo. Mr. Olsen will continue to 
operate the business. 

Hallie Hubbard has taken over the 
Wheat feed store, Newton. Mr. Wheat 
has moved to Los Angeles, Cal., where 
he is employed in another connection. 

J. R. Adyt, Mt. Vernon, is planning 
to open a feed store at Murphysboro. 

Paul Fulton has opened a feed store 
at Sullivan. 

Leroy White has been appointed man- 
ager of the C. R. Lewis feed store and 
elevator, Mt. Sterling. 

Leonard Rademaker has opened a feed 
store in the Wiemer building, Emden. 

Farmers Grain & Feed Co., Vermilion 
Grove, has installed a new hammer mill. 
Harry Brock Jones is manager. 

Allied Mil!s, Inc., Fort Wayne. Ind., 
was host to Central Illinois dealers at a 
dinner meeting held at Mattoon, Febru- 
ary 17. Ed Griffin, Chicago, assistant 
sales manager of the company, was the 
principal speaker. 

John Krause has purchased the Lovitt 
feed mill, LaHarpe. 

Doedtman & Luchtefeld, dealers in 
coal and feed, Effingham, have moved 
from their old location to the Kavanaugh 
building. 

Hunt Bros. have opened a new feed 
store in the Malone building, Maple Park. 

Wyoming Milling Co., Wyoming, op- 
ened for business February 8. E. M. 
Etherton, formerly of Pekin, is proprie- 
tor. 

Waterloo Milling Co., Waterloo, has 
opened a branch store at Murphysboro. 
Walter Schmidt has been appointed man- 
ager. 

Richland Feed & Supply Co.. Olney. 
has opened for business with W. H. 
Laughton as manager. 

Davis Bros. & Potter elevator, Cissna 
Park, has been purchased by Leslie 
Markwalder who has been manager of 
the firm since 1933. 

Charles J. Hyland, Hyland Bros., 
Cherry Va'ley, died recently as a result 
of complications from a hip injury. 
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Taught His Customers 


To Use Quality 


Feeds 


Now Cashing 


HIRTY years of increasingly suc- 

cessful business has marked the his- 

tory of the Boonville Milling Co., 
Boonville, Ind., with the steady hand of the 
ex-country boy, Otto Roller, general man- 
ager of the firm, on the helm. The com- 
pany weathered the depression in such 
style that no permanent damage was 
done—merely a detour on the road to 
greater success. The same hardy, farm 
bred spirit that guided the pioneer, Ratliff 
Boone, in whose honor the little city was 
named, has guided the chief of the coun- 
ties’ biggest business until now the country 
boy is no longer merely a country boy 
but a prominent figure in the states’ 
milling business. 

Gains Customer Confidence 

Such a record should indeed convince 
the most skeptical that Mr. Roller has 
the secret formula to success stored away 
in the big case with the formulas of the 
excellent feeds he manufactures but he 
shakes his head and denies that he has 
any such formula. 

“T entered the business with the inten- 
tion of making money,” says Mr. Roller, 
“And I knew that the first thing I must 
accomplish was to gain the confidence 
of the consumer. I knew farmers and I 
knew farming, so I directed my first 
efforts toward trying to please my patrons 
and making friends with my prospects. 

“At first we did not handle any form 
of commercial feeds. We were primarily 
a flour mill with feed grinding as a side 
line. However, after six years of such 
operation we were confronted by the fact 
that to keep up with the industry we must 
introduce some brand of commercial live 
stock feed.” 

Problem of Education 

“At that time the local feeders did 
not have much respect for the balanced 
rations idea and we had to make an espe- 
cial effort to educate them toward the use 
of quality feeds. My acquaintance with 
the farmers and the faith they had in our 
policy of a square deal to everyone is, 
I believe, what broke the crust. Now, 
they have a better knowledge of feeding 
and I find that instead of educating the 
farmer we must educate ourselves to 
meet the demand for advice on feeding 
and preparing feeds of the best quality.” 

“In our program of introducing our 
products we used the manufacturer’s ad- 
vertising literature and held farmers’ 
meetings. Besides the selling of feeds 
we were also afforded the opportunity to 
study feeds and feeding. Experiments 
showed us what kind of ration was needed 
to fatten hogs, what ration a dairy herd 
needed, etc. At the farmers’ meetings 
we discussed these matters and laid proof 
before them. Convinced that the quality 
way was the right way, many of the 
farmers accepted the revolution in feeding 


THE FEED BAG — March, 1937 


and looked to us for information. Such 
a trust assured us of their patronage. 

“We arranged with some of our cus- 
tomers to make tests so they could vouch 
for the results gained from the use of our 
products. This method is the most suc- 
cessful medium of reaching obstinate pros- 
pects that I know of. The prospect can 
see with his own eyes the results of 
quality feeding as compared with his own 
stock under practically the same circum- 
stances. We still sponsor such tests. 

Operate Four Trucks 

“With the advent of the motor truck 
in local transportation we saw an oppor- 
tunity to increase our territory. The idea 
was to establish a route and have it 
covered once a week by a salesman to take 
orders later to be followed by a truck 
making delivery. The first route was 
begun with but meager results. Before 
long, however, it was noticed that the 
time taken for the truck to make its 
route was becoming longer and finally we 
had to add another truck. Now we have a 
fleet of four trucks doing regular weekly 
service over the 40-mile radius we serve. 
I can’t say that the trucking service is 
particularly profitable but one thing I am 
certain of is that it has increased the 
business wonderfully.” 

Mr. Roller’s present advertising is di- 
rected exclusively from his office. Since 
introduction of his own branded feeds, 
the advertising copy is printed by a local 
printer and at regular intervals Mr. Roller 
superintends the mailing of such literature 
to regular customers and prospects found 
on his mailing list. No regular ad is run 
in the papers but during certain seasons, 
when it is deemed advisable to inform 
the public of prices, etc., a small ad is in- 
serted in the weekly county paper. For 
a time a slide ad was shown at the local 
theater, but after a liberal trial this was 
considered superfluous expense and was 
discontinued. 

Sponsors Farm Exhibit 

As vice-president of the local Cham- 
ber of Commerce, Mr. Roller has done 
much to bring about a closer relation be- 
tween the farmers and local business men. 
Under his direction the organization has 
been sponsoring a farm produce exhibit 
which gives prizes to amply repay the 
producer for his efforts and at the same 
time creates good feeling between the 
farmer and urban business. 

Although it sells commercial feeds the 
Boonville Milling Co. does not forget 
the customer who wants to use his own 
produce. Equipped with two mixers, one 
of one ton and another of a half ton 
capacity, a corn cutter and a molasses 
mixer, it can prepare on the spot any 
type of formulated ration the feeder may 
desire. The company is also prepared to 
add several types of highly concentrated 


Otto Roller’s customers are trained to think in 
terms uf their own profits and not of price. 


materials. In this instance mixing is done 
as a complimentary service. If the feeder 
uses only his own produce a charge is 
made for the service. 

Boasting an annual volume of $180,000, 
one third of which is said to be derived 
from the feed business, 65 per cent of 
which is cash, the Boonville Milling Co. 
can truthfully say that commercial feed 
retailing is a paying proposition. And 
with such a volume proclaims the success 
of Mr. Roller’s policy—know your feeds 
and feeding and don’t be stingy with ad- 
vice to advice-seeking consumers.” 


oe 


e STANLEY SLOSEK, North Abrams, 
Mass., has completed a new building which 
now houses his coal, feed, grain and fer- 
tilizer business. 


e GRAIN COOPERATIVE ASSOCIA- 
tion, Milford Center, Ohio, has _pur- 
chased the Nicol feed store, Marysville, 
Ohio. H. G. Nicol, the former owner, 
will remain in charge. 


e EDSON H. MATTICE, superintendeni 
and director of Stratton & Co. flour 
mills, Penacook, N. H.. died February 20 
after a brief illness. He had been asso- 
ciated with the company for 50 years. 
MILK PRICES HIGHER 

In spite of high feed prices milk pro- 
duction on Wisconsin farms is reported 
above that of a year ago, and milk prices 
during January averaged 9 cents per hun- 
dred more than a year earlier. The farm- 
er received $1.67 per hundred pounds in 
January while the price a year ago for 
the same month was $1.58. 


GRASSHOPPERS GREEDY 

A grasshopper population of 15 to the 
square inch will eat a ton of hay a day 
from a 40-acre field. This is the estimate 
made in a new circular issued by the col- 
lege of agriculture, University of Illinois, 
to point out the need for fighting the 
pests. 
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grew very fast 
into fine large 
pullets and 
cockerels.’’ 


Paul Jordan 
Mortonville, Pa. 


fed Larro 
Chick Builder 
and lost only 14 
out of 700.” 


YOU 
THERE NEVER WASA FEED LIKE 


“it builds chicks into “The handling of only om 
ly chicks grew faster “We have found that 
wonderful layers with one feed for chicks to and I had by far less loss Larro Chick Builder has 
ing capac- twelve weeks was alabor than ever before when lowered our feed cost, 
ty esl a saver for us. using other feed.”’ give us higher livability, 
rs. K. H. Ostho; Leo. A. Grouten D. er growth, with less 
Chardon, Ohio Farmington, Conn. labor.” 
H. Lloyd Ormsby 
“My chicks Bath, N. Y. 


“Larro Chick 
Builder is the 
best feed I have 
ever fed.’’ 


F. J. Fletcher 
Mantua, Ohio 


“1 believe it 
builds up greater 


Berwind, W.Va. ease.”’ 
Thomas Brayton 
Jonesville, Mich. 


“We have used Larro Poultry Feeds consis- 
tently for ten years or more so we did not 
hesitate to adopt the Larro Chick Builder 
when it arrived on the market. It does all 
that you claim for it.”’ 


W. D. Vaughan 
North Clarendon, Vt. 


“Have fed your Chick 
Builder this last season. 
Like it fine for the large 


“The simplicity of feeding Larro 
Chick Builder and results obtained 
in decreased mortality plus steady 
normal growth convinces me that 
Larro Chick Bullder is truly a won- 
derful feed.’’ 


A. B. Murphy 
Coconut Grove, Fla. 


sturdy pullets it grew for 

me.” “At 12 weeks 1 sold 
J. H. Humphries my cockerels, which were 
Horton, Ala. the finest 1 have ever 


marketed for that age.’’ 


Mrs. Elmer Coe 
Davison, Mich. 


“Larro Chick 
Builder beats 
them all. it is 
the cheapest 
feed for the 


“it is much easier to 


semen.” feed one ration than to 

» have to change gradually 

Forest Burdue | from Chick Starter to 
Wellington, Ohio Growing Mash.”’ 


W. A. Crouse 
Winston-Salem, N. C. 


This Good Will Means More Profit For You 


Larro Chick Builder won thousands of friends last season. It is winning 
thousands more this year. This combined starting and growing mash 
for the first 12 weeks gives the results poultrymen want. The sentences 
above, taken from typical letters, show that. The Larro plan of raising 
more profitable pullets cuts costs, reduces the poultryman’s labor, |in- 
creases livability, brings the birds to maturity at the right time and gets 
more eggs from the adult birds. 


A forceful program of sales and advertising helps is now working for Larro 
dealers. Drop us a card today for full details. No obligation, of course. 


The Larrowe Milling Company 


Dept. FB Detroit, Michigan 
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Uncle Sam Not What He Used to Be 
Now Meddlesome and Costly 


@ Address Delivered at Eastern Federation Meeting 


HEN we first became acquainted 

with Uncle Sam he lived rather 

apart from our daily lives. A couple 
of generations ago about the only time 
we ever saw him was when he collected 
our mail or delivered a letter at our door 
or office. In legislation he dealt largely 
with political issues and had little or 
nothing to do with the way in which we 
ran our business. He provided for our 
national defense, represented us in our 
relations with our foreign neighbors and 
administered justice. 

He was, comparatively speaking, a fair- 
ly frugal uncle. Although he didn’t then 
have a budget generally he managed to 
live within his means as we expected 
him to. The establishment he occupied 
was fairly simple. In his executive ca- 
pacity 60 years ago, he employed a few 
thousand people, operated with a dozen 
or so of departments and special agencies 
and one could find ones way around his 
house with relative ease. When he drew 
on us as he had to every year, for we 
supported him and not he us, it was in 
amounts that didn’t distress us unduly, 
although we consistently grumbled at the 
expense and insisted that the old gentle- 
man was living too high. 

Different Uncle Now 

The Uncle Sam of today is quite a 
different sort of relative from the Uncle 
Sam of our youth. He is no longer remote 
but at our elbow every day in almost 
everything we do. His arms are long an 
his hands powerful. To many he is benign 
—yes, paternal—to others he is an ogre 
of dreadful countenance and stony heart. 
His establishment is so colossal that even 
he is lost in it and is now trying to re- 
build it, not on less spacious lines, but 
according to some intelligible design. His 
servants are numbered in hundreds of 
thousands—nearly 800,000 to be exact. In 
collecting and spending our substances he 
now talks in incomprehensible, astronomi- 
cal terms of billions where once he said 
“millions” and shuddered as he did so. 
He cares for the poor of the entire nation 
where once he left that task to the other 
parts of the family. He is in business up 
to his neck—in business that once was 
supposed to be beyond his ken and solely 
the affair of the people who supported 
him out of the proceeds of their business. 

He regulates—not quite to his heart’s 
desire—but he regulates. Either directly 
or indirectly by use of the powers given 
him he regulates banking, stock and com- 
modity trading, transportation by rail and 
highway, hours of labor and wages of em- 
ployees of many firms doing business with 
him, electric power rates by force of ex- 
ample or the compulsion of competition, 
the financial policies of business manage- 
ment by use of the taxing power within 


THE FEED BAG — March, 1937 


By ROBERT W. BELCHER 
United States Chamber of Commerce 


certain limits, how much we may give 
away and how much we leave to our 
sorrowing friends and relatives when we 
die, again by use of the taxing power, 
and what shall be the relations between 
buyer and seller in the countless transac- 
tions that constitute the process of dis- 
tribution from mine and farm to market 
place. 
Many Fingers in Pie 

He has embarked upon a vast and com- 
plicated enterprise designed to assure 
something for our old age and to aid us 
individually when we lose our jobs through 
no fault of our own. He has set about 
to find means to distribute on some dif- 
ferent basis our annual production of 
wealth. He has intervened in the rela- 
tions between employer and employee by 
setting up in law, barriers to unfair labor 
practices—by the employer. He is taking 
over the development of our remaining 
water power resources for the purpose 
of improving navigation and the produc- 
tion of electric power as an incident to 
navigation improvement. 

Nor are his plans complete. He intends 
to find ways and means of limiting hours 
of labor and putting a floor under wages. 
He already proposes measures designed 
to assure the farmer better prices for what 
he raises and if necessary to control his 
production and to establish an ever nor- 
mal granary. He is now embarked upon 
a program of real soil conservation. He 
has mapped out a broad outline of public 
improvements designed to make more use- 
ful to us the vast natural resources of 
soil, water, water power, timber and min- 
erals and to preserve them intact for fu- 
ture generations. 

To indicate how far some believe his 
interest, as a central figure in our na- 
tional life should go, one of his servants 
in the rules making department of his 
establishment proposes to divide the na- 
tion into eight great regions, modeled 
more or less on the T.V.A. and to put 
the administrative functions for those re- 
gions in the hands of eight separate gov- 
ernment corporations. To these corpora- 
tions he would entrust numerous powers 
including the simple proposal that they 
adopt whatever means they deem wise to 
promote the social and economic well 
being of the peoples of those regions. 

Can We Change Uncle? 

If this thumbnail sketch of Uncle Sam 
as he used to be and as he is today is at 
all accurate, then he is a changed man 
indeed. That fact raises some interesting 
questions. For example, “How did he 
get this way? Is he likely to return to 
anything like his old self, remain about as 
he is or become more so? If we in the 


family think he’s getting too obstreporous 
or stepping out too lively or a little light 
in the head, what can we do about it?” 

Interesting as these questions may be, 
in seeking the answers may I suggest that 
we should never forget just who this Uncle 
Sam is. After all, he’s not a personality 
or a symbol of something entirely apart 
from ourselves. On the contrary he is 
something born of us—he is our own 
composite image. He is what the gener- 
ality of us want him to be and in what 
he says he echoes what most of us want 
him to say and in what he does he acts 
as most of us have told him to act. 

To get away from the metaphor of 
Uncle Sam, what I mean is that the pol- 
icies of government represent substan- 
tially what the considered judgment of 
the people deem desirable. If, at a given 
moment, their thinking is mistaken, it is 
due to hysteria created by unusual cir- 
cumstances or because the straight think- 
ing people have been too busy about other 
things—their own personal affairs—to di- 
rect popular thinking into sane channels. 
For one I persist in the belief, that given 
a fair chance, straight thinking will win 
through with the American people. J am 
not afraid of democracy at work just so 
long as we have democracy. 

Business Errors Magnified 

If its important always to keep in mind 
just what Uncle Sam is, it seems equally 
important to remember that his changed 
aspect, character and interest are not just 
of recent origin. He began to get this way 
a good many years ago and he has kept 
on expanding his interest in the way we 
carry on in constantly widening circles. 

The explanation may be found in more 
than one source. Most certainly it is due 
in part to the errors in business manage- 
ment itself although any fair appraisal 
would credit business management with 
at least as much wisdom, judgment, and 
fairness as can be given political regula- 
tion and meddling. The errors of business 
have, however, been magnified beyond all 
reasonable proportions and the mistakes 
and misconduct of a few been made the 
pegs on which to hang more and more 
laws, more and more political intrusion 
into private affairs. 

Then, too, a fundamental change has 
been worked in our national economy. 
Fifty years ago we were predominantly 
an agricultural people but today we are 
largely urbanized and industrialized. Such 
a change creates almost countless eco- 
nomic and social problems. It makes a 
period of transition and history is replete 
with examples of efforts at government 
control and regulation of business affairs 
under like conditions in the past. You will 
find codes of fine practice in business, 

(Continued on Page Twenty-six) 
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WAYNE 


because--- 


I WAYNE CHICK START- 
ER has all the things—just the 
things chicks require for quick, 
sure growth. It is the custom- 
er’s “door opener” for a year- 
round feeding plan. 


2 WAYNE’S CHICK GROW- 
ING DERBY is bringing in new 
customers, by the thousands, holding them! Find out all about this sensa- 
tional contest that builds year-round business. 


3 WAYNE’S MERCHANDISING PROGRAM, second to none, offers you 
up-to-minute methods of advertising and selling WAYNE LIVE STOCK, 
POULTRY, FOX AND DOG FEEDS. Go into your problems with a friend- 
ly Wayne representative. Have him show you how the Wayne Program 
can keep you “Out in Front.”’ 


ALLIED MILLS, INC. 


Fort Wayne, Indiana 


Allied Mills, Inc., 
Fort Wayne, Indiana 


Please send us complete information on your Wayne “Out in Front” Pro- 
gram for increasing Chick Starter Sales. 


Dealer Name 


Address 
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lowa and Missouri Introduce Bills 
To Regulate Itinerant Trucker 


@ License Fee, Tax and Liability Insurance Required 


BILL to regulate itinerant truckers 

and put them on a basis of fair 

competition with established mer- 
chants which has been introduced into 
the Missouri state legislature is attracting 
widespread interest among feed and grain 
dealers. It is felt that if similar measures 
were introduced and passed in every state 
the many problems resulting from the 
inroads being made into business by tramp 
truckers would be solved. The Missouri 
bill, with the exception of definitions of 
the various terms used, reads as follows: 


“Sec. 3. It shall be unlawful for any 
itinerant merchant to engage in business 
as such without having first obtained from 
the secretary of state an itinerant mer- 
chant’s license as herein defined. Applica- 
tions for itinerant merchant’s license may 
be in such form as shall be prescribed by 
the secretary of state, and shall set forth 
the name and legal status of the applicant, 
his business address, his residence address 
if an individual, the names and residence 
addresses of the partners if a partnership, 
if not an individual or partnership the 
names and residences of the officers and 
the managing agents, an exact description 
of the vehicle or vehicles to be used in 
the conduct of-his business and such other 
information as may be prescribed by the 
secretary of state. 

Demands License Fees 

“Sec. 4. (a) Each itinerant merchant 
licensed by the secretary of state under 
the provisions of this act shall at the time 
of the issuance of such license, and an- 
nually thereafter on or between January 1 
and January 15 of each calendar year pay 
to the state treasurer of the State of 
Missouri an application fee of $100.00, 
plus an annual license fee for the privilege 
of engaging in such business at the rate of 
$50.00 for each motor vehicle to be used 
in the conduct of his business. All such 
application and annual license fees shall 
be reckoned from the beginning of the 
quarter in which such license was issued. 


“(b) All application and license fees 
paid to the state treasurer as herein pro- 
vided shall be by the state treasurer placed 
in a fund, which is hereby appropriated 
for use by the secretary of state to defray 
the expenses [and costs of the administra- 
tion and enforcement of this act; and all 
expenses] proper and necessary in the 
opinion of the secretary of state to the 
discharge of his duties in the administra- 
tion and enforcement of this act shall be 
paid out of such fund, upon warrant of 
the state auditor, issued upon a requisi- 
tion signed by the secretary of state. On 
December 31 of each year any balance re- 
maining in said fund, less the amount 
estimated to be necessary to administer 
and enforce this act for a period of two 
months, shall become a part of the gen- 
eral revenue fund. 
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“Sec. 5. No itinerant merchant’s li- 
cense shall be issued by the secretary of 
state until the applicant therefor, in addi- 
tion to filing application and paying the 
license fees required, shall have filed with, 
and the same have been approved by the 
secretary of state, the following: 

“(a) A liability insurance policy or 
bond in some insurance company or asso- 


A BILL SIMILAR 
to the one published herewith 
was introduced into the senate 
of Towa February 23. Much 
hope is held for its passage. The 
bill requires itinerant truckers to 
pay a license fee of $100.00 
plus a tax of $75.00 and makes 
liability insurance compulsory, 
in the amount of $1,000 for 
property damage and $10,000 

* for personal injury. 


ciation authorized to transact business in 
this state, and upon such conditions as 
the secretary of state may deem necessary 
to adequately protect the interests of the 
public in the use of the public highways, 
which liability insurance or bond shall 
bind the obligators thereunder to make 
compensation for injuries to or death of 
persons and loss of or damage to property 
of others resulting from the negligent 
operation upon the public highways of 
this state by such itinerant merchant of 
any motor vehicle or vehicles used in the 
conduct of his business. Such insurance 
policy or bond shall be conditioned to pay 
any sum up to $5,000 as the result of 
personal injury to or death of one per- 
son, and subject to that limitation for each 
person injured, up to $10,000 total liability 
for injury to or death of more than one 
person resulting from any single accident, 
and up to $1,000 as the result of loss of 
or damage to property of others in any 
single accident. 
Trucker Shall Be Bonded 

“(b) An integrity bond in the penal 
sum of $1,000, in such form and upon 
such conditions as may be prescribed by 
the secretary of state, for the purpose 


of protecting the public against fraud, 
conditioned upon the delivery of honest 
weights, measures and grades, if the com- 
modities to be handled by such itinerant 
merchants are those customarily sold by 
weights, measures and grades, accurate 
representation as to quality, grade or class 
of such commodities, and the actual pay- 
ment of checks, drafts, debentures or other 
securities delivered by such itinerant mer- 
chant in exchange for the purchase of 
commodities to be handled by him. 


“(c) A bond running to the state of 
Missouri, in the penal sum of $500.00 
conditioned that the itinerant merchant 
will pay all taxes that become due by 
reason of the operation of his business 
as itinerant merchant. 

Suing for Claims 

“(d) A consent and agreement on 
forms supplied by the secretary of state 
that any civil action for damages against 
said itinerant merchant in this state, and 
arising out of transactions in this state, 
may be commenced by serving summons 
upon the secretary of state and by leaving 
with the secretary of state two copies of 
said summons. The secretary of state 
shall note on said copies the time of the 
service thereof upon him, and shall file one 
of said copies in his office, and shall forth- 
with mail the other of said copies, by 
registered mail, to the itinerant merchant 
named as defendant to his address on file 
with the secretary of state. Such consent 
and agreement shall further provide that 
any such action may be commenced in 
any county of this state in which the case 
of action arose. 


“Sec. 6. No insurance policy or bond 
required to be filed as aforesaid shall be 
approved or filed by the secretary of state 
unless the same shall contain an endorse- 
ment that the same shall not be canceled 
by the obligor, and shall not expire, until 
fifteen (15) days after notice by registered 
mail has been given to the secretary of 
state of such intended cancellation or 
expiration, such fifteen (15) days period 
to commence when such notice is actually 
received by the secretary of state. Upon 
receipt of such notice the secretary of 
state shall immediately notify the itinerant 
merchant of the receipt thereof by regis- 
tered mail directed to the address of such 
itinerant merchant on file with the secre- 
tary of state. If such intended cancella- 
tion or expiration shall become effective 
without there having been filed with and 
approved by the secretary of state a new 
insurance policy or bond to replace the 
one cancelled or expiring, all of the licenses 
previously issued to such itinerant mer- 
chant shall become automatically re- 
voked by operation of law; provided, 
however, that if such insurance policy or 
bond relates only to one motor vehicle, 

(Continued on Page Thirty) 
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Now Our Old Uncle Sam 
is A Changed Man 


(Continued from Page Twenty-three) 


price controls, marketing controls, pro- 
duction controls and what not in the 
records of ancient Babylon, Greece and 
Rome. 

More Heat Than Light 


In periods such as these there is, along 
with the deep currents of public thought 
and reaction, much froth, much sound 
and fury, many extreme and abortive 
experiments, sometimes much more gen- 
eration of heat than of light. By no 
means all of what has been done, how- 
ever, is to be condemned. We are con- 
vinced that such measures as reform of 
our bariking laws, regulation of exchange 
trading, the expansion of our foreign 
trade with proper protection from des- 
tructive competition from abroad, regula- 


tion of abuses in the public utility field, 
though not the extinction of private enter- 
prise by unfair government competition, 
all commend themselves to most of us. 
There is evident a growing acceptance 
of the idea that in such a sweeping piece 
of legislation as the Robinson Patman 
act there is something worth trying and 
that it may well be that steps should be 
taken by the federal government to make 
some degree of provision against the haz- 
ards of a penniless old age and unemploy- 
ment. 
Keep the Good Things 

Granted all these things, there are still 
some points of view which, I venture to 
suggest, we should continue to maintain 
at all hazards. Not the least of these may 
be that we should make haste just a little 
bit slowly and that we should carefully 
examine what it is we propose to do and 
thus make sure that the cure that we are 
about to take is not worse than the ills 


‘““SEE YOUR PURINA DEALER!”’ 


“T'S CHIC MARTIN, folks, speaking for your Purina 
Dealer!’ All eyes and ears are turned your way these 
mornings as your Salesman of the Air carries your mes- 
sage straight to the heart of a thousand buying centers 
around your store. For the first time in radio history, 
there’s a chick-raising race being run on the air. It'll be 
the talk of poultrymen everywhere. They’ll be hunting up 
the Purina Dealer in their towns, asking about Startena. 
Why not put a Checkerboard Bag Sign on your store front 
to guide those customers your way? A line from you, today, 


will bring a visit from the Purina Man. 


PURINA MILLS 
923 Checkerboard Square 
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we are supposed to suffer from. 

Are we in such a critical state, for ex- 
ample, that we must invent a devise to 
change the fundamental character of our 
government by indirection and cannot wait 
for the verdict of the people on the wis- 
dom of alteration of our constitution? 
Should government enter more and more 
into competition with the private busi- 
ness of its citizens? Is it wise that gov- 
ernment should penalize thrift and in- 
terfere with prudent foresight and busi- 
ness management by forcing the distribu- 
tion of earnings through use of its taxing 
power? Do we wish to embark upon a 
policy which would again give a depart- 
ment of our national government control 
of agricultural production and the right 
to tell every farmer how he may use his 
land and make him follow that formula? 


Must we accept the prospect that Uncle 
Sam will continue to live on the scale to 
which he has recently become accustomed 
at a cost to us of between seven and eight 
billion dollars a year and that the cost of 
all government shall continue to eat up 
a third of our national income? 


This point of view is by no means one 
of hostility to the objectives of present 
day trends and policies. Quite to the con- 
trary business itself has for the entire 
period of our history been engaged in 
the process of steadily making this a better 
place to live and to do business. It is 
private enterprise which has created the 
wealth of America and which has steadily 
raised the standard of living of the Amer- 
ican people to the highest point ever re- 
alized by any people anywhere at any 
time in the recorded pages of history. 
The conviction of business, if we sense 
it correctly, is that the problems of social 
and economic progress can safely be solved 
only with careful charting of our course, 
with patience and above all, with genuine 
cooperation. In the march of progress 
business believes that we must not be too 
ready to cast aside those principles and 
methods which ages of experience have 


shown to have permanent truths and 
values. 


e CHARLES SHARP, member of the 
firm of Sharp & Overman, McGrawsville, 
Ind., died recently following an attack of 
pneumonia. He was 78 years old. 


e HOWARD FEED STORE, Jackson, 


Mich., has been remodeled and double. 
in size. 


Eastern Federation Reelects 


Thompson as President 


(Continued from Page Nineteen) 
with this convention report. 


Resolutions approved by the member- 
ship favored the Graves bill to help hold 
the New York market for state milk pro- 
ducers, opposed President Roosevelt’s at- 
tempt to alter the structure of the supreme 
court, endorsed the National Feed Week 
celebration to be held October 11 to 16, 
1937, and sponsored by The Feed Bag, 
and extended thanks to the convention 
speakers, the federation officers and the 

hotel. 
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Dealer’s Interest in Pure Bred 


Seed 


Helps His Customers Prosper 


@ Crop Improvement Reflected in Increased Business 


SINCERE and active interest in 

pure bred seeds and crop improve- 

ment has greatly augmented the 
business of A. C. Stewart, feed merchant 
of Brighton, Mich. 

By his efforts toward crop improve- 
ment he built up an enormous business 
in two cash crops in his community— 
red kidney beans used for chili and navy 
beans. By careful selection in his own 
store he so improved the quality of these 
two crops that his community soon gain- 
ed a reputation for them. The farmers 
in his community enjoyed excellent prices 
for their beans and Stewart naturally 
enjoyed the business of handling them. 

Handled War Coal 

Stewart founded his business in 1902, 
buying and storing considerable quantities 
of grain in his elevators, selling feed, and 
handling coal. He was commissioned to 
handle all the coal that came into Brigh- 
ton during the war at which time careful 
allotment was necessary. In 1920 he sold 
this establishment and started in again 
on a smaller scale without grain elevators 
of any sort, still handling coal, however, 
and feed and seeds. 

Mr. Stewart is known far and wide 
throughout the country for the work with 
beans and has furnished them in de- 
pendable quality for many years to most 
of the seed houses in the country. 

Introduced Kidney Bean 

He bought the first light red kidney 
beans to Michigan 40 years ago. They 
were the best that could be obtained in 
the country at the time, uniform in color 
and bred to maintain their uniformity. 
These beans were given out to farmers 
in the community and again carefully 
hand-picked to obtain seed for the next 
year. All seed went through Stewart’s 
hands and he worked to keep up the 
quality of the stock year after year. On 
it depended the quality of the beans he 
would have for sale and the reputation 
he acquired amply awarded him for his 
efforts. As many as 150 bags were once 
sold to the proprietor of a chain of chili 
houses in Chicago. 

Son Assists Father 


Stewart’s present establishment seeks 
to be of service to the farmers in his 
community particularly through the 
grinding and mixing of feeds and the 
cleaning and dissemination of pure bred 
seeds. Two trucks of two and three ton 
capacities are used in a very extensive 
delivery service, and five men are em- 
ployed continuously. Alfred Stewart, son 
of the 75 year old veteran of the seed 
and feed business, has been with his 
father since he graduated from high 
school. 

At present a good third of the Stewart 
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business comes through the handling of 
seeds. Not as many chili and navy beans 
are received as was the case years ago 
but they still come in from the sandy 
soil found in this section of Michigan. 
Dairying and poultry keeping have in- 
creased, however, which has been re- 
flected in greater sale of dairy and poul- 
try feeds. Good commercial feeds are 
stocked at all times, as well as mill feeds, 
protein concentrates, and miscellaneous 
supplies. 

Mr. Stewart maintains that a seed, 
feed, and coal business is an ideal com- 
bination. The coal provides an oppor- 
tunity to use trucks and men at idle 
times throughout the entire year. 

“I kept on selling coal in my new 
place largely because I knew I would 
keep most of my customers,” Mr. Stew- 
art explains, “but I think that coal does 
make an excellent combination with feed. 
I had an excellent opportunity to con- 
tact all the people in my community 


during the time of the war. I was abso- 
lutely fair in my allotments and made 
many friends. 

Mr. Stewart is particularly proud of 
the part he played in the development of 
the seed business in his community. He 
buys and cleans beans in much the same 
manner that other feed dealers buy and 
clean barley for malting purposes. No 
experiment station scientist could have 
done more than Mr. Stewart in the selec- 
tion and improvement of his seeds and 
if you walk into his store today you 
still find him at one of the cleaning ma- 
chines picking out undesirable seeds. 

When asked to what he attributes his 
many years in business he merely replies 
that he always gave honest weight, sold 
nothing but quality goods at fair prices 
and gave his people the utmost in service. 

“T believe these things are essential 
to any man’s success in business,” he con- 
cludes, “and I guess I’ve been in business 
as long as many of them.” 


Increased Demand Is Predicted 
For 11 Kinds of Seeds 


ASING its conclusions on _ reports 

from 1,700 retail seed dealers the 
bureau of agriculture and economics pre- 
dicts an increased demand this spring for 
11 kinds of field seeds but somewhat 
smaller sales of five others. 

Alsike clover, millet, sudan grass, lawn 
grass, sorgo, cowpeas, soy beans, red top, 
timothy, Kentucky blue grass and orchard 
grass are expected to get the biggest 
call from purchasers, while a decrease in 
demand is expected on alfalfa, seed corn, 
sweet clover, red clover and lespedeza. 

A 20 per cent decrease in prospective 
sales of red clover this spring is indi- 
cated from the reports of 1,171 retail 
dealers who sold 4,728,100 pounds of this 
seed in 1936. The reasons given are that 
many other seeds are expected to be sub- 
stituted for red clover which is relatively 
higher in price this year. 

Alsike clover sales this spring are ex- 
pected to show the largest percentage of 
increase over 1936 sales. The 1,026 deal- 
ers reported that the gain will be approx- 
imately 15 per cent. They sold 1,286,- 
100 pounds last spring. Many dealers re- 
ported that alsike will be substituted for 
red clover this year. 

A 10 per cent decrease in sales of 
sweet clover is in prospect according to 
1,089 dealers who sold 5,213,100 pounds 
last year, while 1,250 dealers reporting, 
estimate that there will be a drop of 5 
per cent this spring in alfalfa seed pur- 
chased. 


Although many dealers say that tim- 
othy will be substituted for other seeds, 
1,154 dealers indicated slightly greater 
prospective sales than last spring. They 
sold 5,499,000 pounds last year. 

Sales of soy beans for planting are ex- 
pected to be about 5 per cent larger than 
those of last year, according to 668 deal- 
ers who sold 140,000 bushels in 1936. 

Seed corn is expected to take about 

a 5 per cent drop. In recent years, how- 
ever, sales of seed corn have usually been 
underestimated. This may also be true 
this year as increased sales are in pros- 
pect in 15 states and decreases in nine 
states. The importance of saving seed 
corn which was stressed among farmers 
last fall is the principal reason given 
for a slightly greater number of dealers 
expecting decreases in sales. 
e WALTER JOHNSON will soon open 
a new feed and seed store at Hebron, Ind. 
e W. H. LAUGHTON has opened the 
Richland Feed & Supply Co. at Olney. 
Ill. Eggs and butter will be purchased 
and baby chicks are to be handled. 


MOTHER DIES 
Sympathy of the entire trade is ex- 
tended to Robert (Bob) Crawford, Oyster 
Shell Products Corp., St. Louis, Mo., 
whose mother died recently at New 
Orleans. Burial was at Marlin, Tex., 
February 20. 
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e RAY D. SCHWEINSBERG has sold 
his feed business at Boonville, N. Y., to 
Wooley & Iseneker and A. C. Capron. 


e W. F. BECKER was reelected presi- 
dent and treasurer and I. K. Reiser was 
chosen secretary and assistant treasurer 
of the Cereal Byproducts Co., Chicago, at 
a meeting of the board of directors of the 
organization held recently. A good volume 
of business for 1936 was reported and 
1937 was predicted as a profitable year for 
those engaged in feeds and feeding. F. 
Chris Greutker, son of Frank C. Greutker, 
manager of the firm’s Buffalo, N. Y. 
office, has been appointed assistant to W. 
D. Cunningham, manager of the St. Louis 
office. Numerous other increases in per- 
sonnel are also announced by the company. 


3000 UNITS 


Ex Warehouse, Chicago 


CAMBRIDGE, MASS. 
282 Portland St. 


TRADE MARK 


COD LIVER OIL CONCENTRATE 
made from DESTEARINATED 


Medicinal Cod Liver Oil 


VITAND is tested according to the Association of 
American Feed Control Officials Regulations for 19377. 


VITAND IS GUARANTEED TO CONTAIN 
400 A.O.A.C. Chick Units of Vitamin D per gram 
3,000 U.S.P. Units of Vitamin A per gram 


DESTEARINATED OILS FLOW EASILY 
IN WINTER 
ASSURING PROPER MIXING 


Several Choice Territories Available. Inquiries from Jobbers 
and Distributors Invited. 


For Further Information Write or Wire 


NAPTHOLE, INC. 


BOONTON, N. J. 
STOCKS: 


SALES OFFICES: 


NEW YORK 
15 E. 26th St. 


Time Until March 15, 1938 
To Report 1937 Refunds 


N or before March 15 all feed dealers 

who received refunds on processing 
taxes on flour from millers must have 
filed a report with the internal revenue 
department on Form 945 and are required 
to pay 80 per cent of the amount as a 
windfall tax. 

The February issue of The Feed Bag 
contained an article giving details on the 
proper procedure to follow in filling out 
this form and explaining what deductions 
were allowable. 


Since it was published, however, it has 


400 UNITS 


Ex Warehouse, Boonton 


CHICAGO 
Palmolive Bldg. 


been learned that those dealers only who 
received refunds from mills in 1936 are 
compelled to file a report and pay their 
windfall tax on or before March 15, 1937. 
Therefore. any dealer receiving refunds 
in 1937 will not be compelled to file Form 
945 or pay a windfall tax until March 
15, 1938. 

It is understood that a majority of the 
mills have made or will make refunds in 
1937 so that most of the dealers will have 
another whole year to await developments 
on this complicated tax question. 

Meantime. the government will accept 
claims for refunds on processing taxes 
paid by the dealers on floor stocks of flour 
on hand at the time the processing tax 
provisions of the AAA went into effect 
July 7, 1933. These claims must be 
filed on P. T. Form 76, copies of which 
are now available from the internal rev- 
enue department. Deadline for filing this 
form is June 30, 1937. 

The method of determining the amount 
which a dealer is entitled to recover is 
to check the inventory of floor stocks 
which should have been taken on the datc 
the processing tax law went into effect. 

Suppose for instance that a dealer had 
on hand 500 barrels of flour. Under the 
provisions of the law he was required 
to pay the processing tax of approximately 
$1.38 a barrel to the internal revenue 
collector or a total of $690.00 on this 
floor stock. 

The dealer must prove, however, that he 
did not pass this tax on to the consumer 
by raising the price on his flour and that 
he actually absorbed it himself. Each 
claim, according to internal revenue de- 
partment officials, will receive individual 
consideration and will go before a board 
of reviews so that considerable time will 
elapse before any actual payments are 
made. 


e E. C. DREYER, Dreyer Commission 
Co., St. Louis, Mo., chairman of the Feed 
Trade Council of the Grain & Feed Deal- 
ers National association, is enjoying a 
three weeks’ cruise on the Caribbean sea. 
e T. V. COX, vice president, Albers Bros. 
Milling Co., Seattle, Wash.. was a recent 
visitor on the St. Louis Merchants Ex- 
change, St. Louis, Mo. 

e BAHLER GRAIN & FEED CO.. Gal- 
veston, Ind., has purchased the Galveston 
Farmers Elevator Co. plant and is plan- 
ning to dismantle it. 


SEED CORN SERVICE 


An agency to assist in directing buyers 
of seed corn to farmers who have good 
types for sale has been established by 
the college of agriculture, University of 
Illinois, Urbana, IIl.. and the Illinois Cron 
Improvement association. A list of seed 
sources together with the results of germ- 
ination tests made is now being prepared 
by J. C. Hackelman, crops extension spe- 
cialist and secretary of the Crop Improve- 
ment association. 


THE FEED BAG — March, 1937 


| 
| 


his Month In Your Feed Store 


@ Live Tips To Help You Get More Business @ 


In the Bag 


A clever and effective method of tell- 
ing his customers about the ingredients 
contained in his poultry mash was re- 
cently employed by a New York feed 
dealer. He drew a picture of a large bag, 
duplicating his trade mark. in the center 
of a sheet of paper and around it placed 
a series of smaller sacks and one drum. 
Faces and hands and feet were placed on 
the small bags and each was labeled with 
the name of an ingredient in the feed 
with cod liver oil on the drum. The en- 
tire drawing gave the appearance of the 
little bags. with hands joined, dancing 
around the large one. The heading read, 
“Yes, we all helped to make Blank Mash 
and are proud of our work.” At the bot- 
tom of the illustration the dealer wrote. 
“Blank laying mash is always fresh— 
always the same and will give the best 
results at lowest cost. Don’t be without 
it for your laying flock.” The advertise- 
ment was mimeographed and sent to the 
dealer’s entire list of customers. 


Chicken Costs 


The department of farm management, 
Cornell university, estimates that it takes 
about 12 pounds of grain and 19 pounds 
of mash to bring a chick to the laying 
stage. It costs about $1.04 to raise a 
pullet those 20 weeks with about 46 per 
cent of the cost going for feed, 14 per 
cent for labor, 25 per cent for the initial 
cost of the chick and the rest for the use 
of buildings, equipment, fuel, interest and 
other expense. 


Remedy Week 


One week each spring a Wisconsin feed 
store owner devotes his display windows 
and advertising and selling efforts to 
poultry remedies. This is usually done 
about the time the baby chicks are being 
purchased on the farms and when they 
are most susceptible to the many diseases 
which ravage poultry flocks. He also in- 
duces his local newspaper editor to run 
several articles which he furnishes on 
various poultry ailments and runs adver- 
tising on his remedies along with them. 
The “remedy week” has been instrumental 
in boosting this department of the deal- 
er’s business from a corner shelf proposi- 
tion to a profitable sideline. 


Newsy Ad 


In Michigan a dealer who does a big 
poultry feed business contracts for one 
full column of space each week in his 
local paper during the spring months. 
He heads the column “Farm Reporter’ 
and in it announces the names of those 
who have purchased baby chicks and also 
tells about new improvements being made 
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on various farms. He intersperses the 
news items with advertising on his grow- 
ing and laying mashes and is always sure 
to mention that the particular customer 
about whom the news item is written is 
getting good results with his feeds. The 
customers like to see their name in print 
and do not skip the column as they would 
an ordinary advertisement. 


Timely Reminder 


Whenever a customer brings a load 
of grain to his mill to be ground a Penn- 
sylvania dealer seizes upon the opportunity 
to promote the sale of a concentrate to 
be added to the farmer’s own feed to make 
a balanced ration. He has prepared an 
advertising folder pointing out the merits 
of the product and emphasizing the profits 
it will return above the cost. The mill 
hand is required to insert the folders in 
several of the bags of grist. When the 
farmer opens the sack before feeding the 
grist to his poultry or livestock he is 
reminded of the advantages to be gained 
by adding the concentrate. Many extra 
sales have resulted for the dealer be- 
cause of his unique method of gettin: 
across his advertising message. 


The important plus values 


presented at the last meeti 
the first source of commerci 


Allare in a natural food form. 


reinforcing your Mash Mixtures. 


his feed business to an appreciab 


Reinforce Your Feeds with 


which make ManAmar the 


efficient and economical way to complete feeds include:— 


as 
i i of manganese to poultry feeds w 
Postar Science Association. ManAmar was 


ial manganese for feed mixing purposes on the market. 


OTHER NECESSARY MINERALS: ManAmar also provides ample quantities o 
other essential minerals such as Iodine, Phosphorus, 


i bout 
IN G: Much will be heard now at 
ee Rations. ManAmar has always supplied = 
growth, thrift, and vigor. You can bank on the 


S A,B, D, E and G: ManAmar 
of high biological value supp 
“We are more thansatisfied withthe results . 
e expect to continue ManAmar and have 
We feel that any feed dealer can me 
le extent by the use of ManAmar in his feeds. 
rs a better feed and thereby enable the 


lying a full complement of amino-acids. 


Read what this Feed Manufacturer saysi— 
obtained with ManAmar in our feeds. WwW 
booked our supply for the coming year. 


i tome: 
that he can pass on to his custome _ 
yo to realize more profits from his dairy or poultry 


Write us for available territory, full particulars, etc. 


PHILIP R. PARK, INC. 


i ill. 
.76, 608 So. Dearborn, Chicago, 
a : Mfg. Plant: San Pedro, Calif. 318 
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Missouri and Iowa Seek 
Laws for Truckers 


(Continued from Page Twenty-five) 


and the itinerant merchant operates more 
than one motor vehicle for which licenses 
have been issued, only the license for such 
one vehicle shall become revoked as 
aforesaid. 

May Revoke License 


“Sec. 7. Upon such notice and hearing 
as the secretary of state may deem proper, 
he shall revoke any license or licenses 
issued under the provisions of this act. (1) 
for failure to comply with any laws of 
this state, including this act, (2) if any 
judgment recovered against any itinerant 
merchant shall remain unpaid for a period 
of sixty (60) days, provided the same 
be not superseded by the filing of a super- 


sedeas bond upon appeal from such judg- 
ment, (3) for failure to comply with any 
rules and regulations issued under the pro- 
visions of this act. 

“Sec. 8. The secretary of state is 
hereby authorized and empowered to 
make and issue all necessary and proper 
rules and regulations to cover the proper 
administration and enforcement of this 
act. 

“Sec. 9. In addition to such license 
issued to the applicant, the secretary of 
state shall issue a card or cards which 
shall bear a distinctive identification num- 
ber assigned to him by the secretary of 
state and such card or cards shall at all 
times be displayed prominently in the cab 
of the motor vehicle or vehicles used by 
such applicant. In addition thereto, such 
itinerant merchant shall have painted 
plainly upon each side of each motor ve- 


The difference is in COWS, 
MANAGEMENT and FEED. 
Cottonseed Meal is the uni- 
versal dairy feed and should 
be a part of the dairy ration 
every day. 


Cottonseed Meal in your feed 
mixture — and put into the 
right cows works a profit for 
you. 


GOOO COWS + 
BALANCED FEEOING = 


FEEDING 


IN THE 


DAIRY 


Hundreds of thou- 
sands of dairymen 
and farmers have 
learned the TRUTH 
contained in this ad. 
Hundreds of thou- 
sands are requesting 
more information 
on COTTONSEED 
MEAL feeding for 
steady profit. 


Cottonseed. 
Meal 
IN THE MIXTURE 
MAKES EASIER 


NATIONAL COTTONSEED 
PRODUCTS ASS'N, Inc. 
1411 Sente Fe Bids. Dalles, Texas 


SALES! 


e306 


hicle used by him in such business in a 
position easily visible, and in letters not 
less than four inches high, such identifica- 
tion number and the words ‘Itinerant 
Merchant’. 

“Sec. 10. Nothing in this act con- 
tained shall be so construed as to interfere 
with the right of any county, city or other 
civil subdivision of this state to regulate 
and supervise the business of itinerant 
merchants or to levy and collect any 
license fees and taxes which such county, 
city or other civil subdivision of this state 
may now or hereafter lawfully impose. 

“Sec. 11. Every owner, officer, agent, 
or employee of any itinerant merchant, 
and every other person, who violates or 
fails to comply with or who procures, aids 
or abets in the violation of any provision 
of this act, or who fails to obey, observe 
or comply with any rule or regulation of 
the secretary of state, or who procures, 
aids or abets any corporation or person 
in his failure to obey, observe or comply 
with any such rule or regulation or re- 
quirement thereof shall be guilty of a 
misdemeanor. 

“Sec. 12. No itinerant merchant’s li- 

cense may be sold or transferred and no 
vehicle shall be operated by an itinerant 
merchant until and unless the requisite fee 
has been paid therefor and such vehicle 
is equipped with the itinerant merchant’s 
license number painted thereon as in Sec. 
10 of this act set forth. 
e HOWARD FEED STORE, Jackson, 
Mich., has increased its warehouse space, 
acquired a new fleet of trucks and has 
installed a new incubator. 
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BADGER 
BRAND 


TRACE MARK REGISTERED 


Selected Seeds 
d 


Seed Corn 


The Largest Seller 
= in Wisconsin 2 
_ L. Teweles Seed Co. 
MILWAUKEE - WISCONSIN 
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“tolerably well’. Year after year, he did business at the 

same old stand—in the same old store—in the same old 
way. Trade papers and manufacturers’ salesmen suggested 
that, in this modern day, he would do well to spruce up a bit— 
to dress up his store with a modern store front and improve 
the inside layout. But, no siree! None of those new ideas for 
him! Hadn't he been selling to the farmers in the old way for 
these many years? What was good enough 25 years ago was 
good enough for today. 

One day a new farm supply store opened across the street. 
It was strictly modern from the sidewalk to the alley. It was 
painted in a distinctive color scheme that you just couldn’t 
forget. There were two display windows and an attractive 
sales room. It made the old timer’s store look like a 1904 auto- 
mobile set next to a beautiful new model fresh from the fac- 
tory. 

“Just a new-fangled notion,” laughed the old-timer, scorn- 
fully. “I’m glad it ain’t my money paying for all them fancy 
painted signs and store windows, and waste space, just to 
show off goods. I give them six months before they close up.” 

But the new store didn’t close up. Instead it started doing 
a whale of a business. The old timer couldn’t understand why 
so many of his better customers went across the street to do 
their trading. It seemed, though, that they preferred a mer- 
chant who was up-to-date. Today, the old-timer’s store is on 
its last legs. The modern store is making the big profits. 

Location and Layout are Important 

The location of the farm supply store is not as important, 
relatively, as that of some other types of store—nor does it 
play quite the vital part in the success of a feed merchant or 
farm machinery distributor as do sound advertising, ade- 
quate outside selling, and proper pricing. Nevertheless, with 
practically every phase of merchandising being put upon a 
more scientific basis, the farm supply merchant must give 
some attention to the part which store location and store lay- 
out play in making a successful business. As with every other 
phase of store management, these matters must be decided 
according to the application of two factors: 

1. How can you render best service to the farmer? 

2. How can you get the largest returns on your investment? 

It is possible to overcome a poor store location. There is a 
large dealer in one of the South’s most important trade cen- 
ters who has a warehouse located so that farmers have to pass 
two heavy traffic corners and travel a steep grade to reach his 
store. Nevertheless, by consistently advertising outstanding 
values, this dealer has built an enormous business—the largest 
in a highly competitive town. It’s a question whether he 
might not have done even better had he been blessed with a 
more convenient location. Everyone is looking for the easy 
way of doing things today. Consequently, if your store is at a 
point where it is easy for the farmer to reach, you have the 
jump on the competitor not so favorably located. 

What Is a Good Store Location? 

The store should be convenient for the farmers to reach. If 
possible, it should be near the most traveled road from the 
farms, although it is not necessary that it be on that road. A 
block or two off the main road won’t hurt a thing and rents 
may be somewhat cheaper. 

One successful dealer located his store across the street 
from the public market to which hundreds of farmers came 
several times a week. There was a location for a merchant 
catering to farmers! Another good dealer has a place across 
the street from the local creamery. You know that he has first 
chance of getting the farmers’ dairy feed business or supply- 
ing their needs in the way of milk cans and other supplies. 
Another good location might be near a produce house or near 
other stores that cater especially to the needs of the farm 
trade. 


O NCE upon a time there was a dealer who was doing 
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Merchandising Farm 


Chapter 21. Increasing Profits Through Location and Layout 
By F. Harvey Morse 


Supplies 


Likewise, the store should be convenient from all sides of 
town. In a small town, that’s usually no problem, for almost 
any place in the town is convenient to all entering roads. It’s 
more of a problem in the larger cities. A number of dealers 
have found it necessary to establish branch stores or sub- 
stores in order to get their share of business coming from cer- 
tain sections of the farm community — farmers who just 
wouldn’t make the trip across the city to the main store. 

Your location will also be affected by traffic congestion. 
Keep away from the sections where there is so much traffic 
that it is aggravating to get through. Selling so largely in 
bulk, as you do, it is vital that the farmer find parking space 
close to your store. 

Should your store be on the track? It all depends on whether 
the convenience of a track location and the saving in handling 
costs will offset a somewhat better uptown location. Remem- 
ber, that it costs money to haul from the tracks uptown. On 
the other hand, if your track location is one inconvenient for 
the farmer, you are likely to lose trade by not having a more 
conveniently placed store. If the majority of your trade re- 
quires a delivery service, however, then the location is of less 
importance. It may be interesting to know that 40 of the 70 
stores studied in a New York survey were located on track 
and thirteen others were within 50 feet of a siding. 

Display advantages may play a part in determining the bet- 
ter store locations. Don’t be fooled, though, merely by the fact 
that a large number of people pass a certain location. How 
many of that large number are farmers—prospects for you? In 
the matter of farm supplies, less depends on displays than in 
the case of impulse goods sold in the grocery or dry goods 
stores. 

Neither is it essential to occupy valuable corner locations, as 
the rental value is usually out of proportion. Of course, if you 
are in the general merchandising business, that naturally alters 
the case. 

Rent or buy? There is no hard and fast rule as to whether 
it is best for the farm supply dealer to own his own building, 
or to rent it. Some will argue at length in favor of a personally 
owned building; others will muster an equally elaborate array 
of reasons why the rental plan is better. Should’ a change in 
location be desirable, it can naturally be made much more easi- 
ly if you rent than if you own. On the other hand, if you are 
satisfied that your present location is ideal for the purpose, 
then there may be an advantage in buying. If located in the 
business section, it is frequently possible to work out a rent 
free proposition by erecting a building part of which can be 
leased to other business. In any event, you will want to watch 
that your ratio of rent to sales doesn’t run too high. Following 
are some typical ratios for comparison. 

In the case of rent, note that the ratio of rent to sales de- 
creases as the volume increases. Here are feed store figures 
from a recent survey: 


Less than $5,000.00 per year sales 

$5,000.00 to $24,999.00 per year sales 
$25,000.00 to $49,999.00 per year sales 
$50,000.00 to $100,000.00 per year sales 
$100,000.00 and over per year sales 


A merchant should not be too quick to change his location. 
If after careful study, you are convinced that a move will pay, 
go ahead. Numerous dealers are on record to show that a move 
wisely made can increase net profits and that one unwisely 
made may move the dealer “into the red”. 

It is clear, considering the lines handled, that the building 
occupied by a farm machinery dealer or a feed dealer should 
be substantially built. It is subject to hard wear and plenty of 
tear. Slow combustion construction is a desirable safeguard 


(Continued on Page Thirty-three) 
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e RAY KNOWLTON, manager of the 
Milwaukee, Wis., branch of Nebraska 
Consolidated Mills Co., Omaha, Neb., is 
expected to return with his wife about the 
middle of March after spending a vacation 
in Florida. 


e ALBERT WERTHAN, Werthan Bag 
Corp., Nashville, Tenn., and Mrs. Werthan 
visited recently with friends in St. Louis, 
Mo. 
TENTH ANNIVERSARY 

Emil J. Blacky on February 22 ce'eb- 
rated his 10th anniversary as associate 
editor of The Feed Bag. Mr. Blacky 
joined the staff in 1927 while attending 
the Journalism department of Marquette 
university, Milwaukee, from which he 
graduated in 1930. 


The Right Kind of Spning Feven 


By EMIL J. BLACKY 


Green life is stirring in the soil, 

The buds will soon spread verdant foil, 
The robin chirps his merry note, 

My wife demands a new spring coat 
And even Spot, our warehouse cat, 
indifferently spares a rat, 

Too happy basking in the sun 

To move about when rodents run. 
Reposing in her rocking chair 
Grandmother sniffs the balmy air, 
While junior dreads with face morose 
That sulphur and molasses dose. 


of the company. 
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FARMERS 


CROP RECORDS PROVE THEIR VALUE 


| ORE than 35 Million Tons have been 
sold. Large numbers of dealers have 
handled V-C continuously for 30 years. 


Dealers are given the support of vast man- 
ufacturing, selling and advertising facilities 


Opportunity for dealers in new fertilizing 
consuming territories. 


Virginia-Carolina Chemical Corp. 
EAST ST. LOUIS, 
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Yes, this is feed store time in spring 
When loafing seems the natural thing, 
But I have vowed most faithfully 
Spring fever bugs shall not bite me. 
I’ve bought myself a can of paint, 
To spruce things up, darned if I ain’t. 
This store of mine is a disgrace, 

You'd think an earthquake hit the place. 
Way back inside there’s lots of junk 
Including an old steamer trunk, 

On which I hooked my toe one day 
And nearly tore my face away. 

Well, that and other odds and ends 
This spring with me is partin’ friends. 
I’m gunning for that dead stock too 
That hasn’t moved since ’82 

And ties up plenty of my dough 

That I could use for things less slow. 
Now, yesiree, I’ll sweep and tack 

To modernize both front and back 
I'll make the farmers want to buy, 
Instead of leaving on the fly. 

My mailing list I'll get in shape 

To plug away with ads that take. 

I'll get into my flivver, too 

And make some calls to follow through. 
I've just begun to realize 

I’ve been a lot like other guys 

Who need this kind of fever too— 
The fever of the will to do. 


++ 


e ALFRED A. CLARK, member of the 
firm of Thomas & Clark, grain merchants 
at Baltimore, Md., died February 9° at 
Johns Hopkins hospital after a month's 
illness. 


e J. I. ESHELMAN & SON, now operat- 
ing at St. Thomas, Pa., have purchased 
the Coldsmith mill, Greencastle, Pa. New 
equipment is being installed and the busi- 
ness is expected to be in full operation 
soon. 


BOOK COVERS 

More than 3.000,000 school book covers 
advertising wheat flour products were dis- 
tributed by the Wheat Flour Institute 
during the latter half of 1936. The pur- 
pose of the project is to increase the con- 
sumption of bread and to educate children 
concerning the value of flour as a food ele- 
ment Covers may be obtained from the 
institute at a nominal cost. 

FARM PRICES DECLINE 

A decline of 4 points in the farm price 
index during the month ending February 
15 was reported by the Bureau of Agri- 
cultural Economics. The index, repre- 
senting prices received by farmers for 
their products was 127 on February 15 
compared with 131 on January 15. Despite 
the decline the February farm price index 
was the highest for the month in the past 
seven years. 


as 


MOVE OFFICE 

Mutual Fire Prevention Bureau. Chi- 
cago. has moved from its old location at 
230 East Ohio street to the Chicago Daily 
News building, 400 West Madison street. 
Eugene Arms, manager of the company. 
extends a cordial invitation to feed and 
grain men to visit the new quarters. 
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Merchandising Farm Supplies 


(Continued from Page Thirty-one) 


against fire—and it lowers insurance rates. Ceilings of the 
warerooms should be fairly high and there should be plenty of 
light. This results in a more generally cheerful atmosphere 
around the place—one more conducive toward buying interest. 
It has been found that a large number of business men who 
failed tried to do business in dark, dingy, unattractive places. 

In a warehouse for storing feeds and seeds, a wooden floor 
is to be preferred to a concrete floor—the various products are 
not apt to absorb moisture and become mouldy. If the building 
has concrete floors, you will want to build raised wooden plat- 
forms on which to stack grain products. 

It is important, also, to watch that the building is reasonably 
rat-proof. Plug up holes in the floor or walls, close up aban- 
doned sewers and rain pipes, eliminate plank yards and other 
possible meeting places for these destructive pests. Many deal- 
ers handling flour and feed find that it pays them to build B 
rat-proof room for those products that seem to tempt rodents. 
Such a room isn’t really expensive and can be made simply by 
flooring with metal sheets and perhaps running those sheets 
part way up to the ceiling. Or the vertical walls may be made 
of heavy, fine-meshed wire netting. The room should be fitted 
with a metal door that closes automatically. An effective rat 
poison is barium carbonate mixed with hamburger or poultry 
mash. 

A Sales Centered Layout 

In considering or planning your store layout ask your- 
self the question, “Is my store arranged for the greatest con- 
venience to my customers?” Some of the better farm supply 
stores are built with a driveway running right into the build- 
ing, perhaps in the front and out the back. It is frequently pos- 
sible for four or five trucks to load at a time with such an ar- 
rangement. Naturally, this plan is highly appreciated in bad 
weather—both by your customers and your warehousemen. If 
the center driveway is not practical, you will then need a load- 
ing platform—covered to prevent damage to the goods when it 
rains or snows. This platform should be long enough to ac- 
commodate several trucks at a time. It should be the height 
of a truck bed. In some cases, it may be convenient to have 
an alley entrance as well as a front entrance. This depends 
upon the arrangement of your town and the habits of your 
customers. 

Let your store layout take advantage of every possible sales 
suggestion. The writer stepped into the sales room of a farm 
supply dealer out in Kansas, and thought he had gotten into 
the wrong store—it was so far ahead of the average. It was as 
clean as an automobile salesroom. The floors were nicely fin- 
ished. There were windows on three sides. All around the 
room was a raised platform about eight inches high on which 
were open bags of feeds, seeds, and fertilizers. At eye level 
across the room, stretched a number of manufacturers’ attrac- 
tive posters. In one corner stood an incubator and a brooder; 
in another, was a specially built rack to hold small packages of 
feeds and seeds. Hanging from the ceiling was a mash feeder. 
On a table, were neat piles of books and other manufactur- 
ers’ literature. Regardless of the direction you turned, you 
were faced with some selling idea. 

To be sure, no trucking was done across this varnished 
floor. It was the sales room. A more important job was han- 
dled here—orders were signed. The trucking of feeds and load- 
ing took place at a side entrance. As a matter of fact, this 
dealer didn’t have an expensive layout at all but he did have 
an aggressive merchandising personality. He did very little 
that any dealer could not do if he makes up his mind to it. 
Too many dealers have the idea that a feed store naturally 
must be all messed up and dirty. The writer has personally 
seen just enough neat and clean feed stores, even some with 
mills operating in connection, to convince him that there is no 
reason why the farm supply store should be any less orderly 
than the other type of store. 

If possible, have a display window or two. If that isn’t 
possible, you can still use inside displays. 

“It is impossible to estimate,” says a prominent retail 
authority, “how much business is lost each year through failure 
to sell things that customers want but have forgotten.” 

Keep them from forgetting your goods. Place your cashier’s 
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cage toward the back of the sales room so that the customer 
will have to pass a number of tables on which are displayed 
items usually purchased on the impulse of the moment. There 
might be a table of garden seeds, another of kitchenware, an- 
other of dog feed, another of sanitary products, another of 
poultry supplies. Such items close at hand help the customer 
remember that here is something else that he should have pur- 
chased. Next to the cashier’s cage may be displayed a black- 
board announcing “specials” for the week. 

The store layout should also provide for an office, private, 
yet sufficiently open for supervision. One dealer with an ex- 
tremely large warehouse, has windows on all sides of his cen- 
trally located office so that he can see exactly what is going 
on in every corner of his store. Some dealers will tell you that 
they don’t want to close themselves in an office—they want to 
be out.among the customers. Fine! Mix with the customers 
all you can to advantage but you still need some privacy in 
your office to discuss such things as credits and payments or 
to handle telephone selling and to permit of the keeping of 
records without being annoyed by the prying eyes of curious 
visitors. 

Changing a store layout is much less hazardous than making 
a move to a new location. In fact, many dealers would take 
absolutely no chance—any change in layout would be an im- 
provement. Just what a difference proper store management 
can make is shown in the case of a certain Indianapolis grocer, 
just one of hundreds, except that he was willing to consider 
new ideas. He rearranged his store on the basis of a suggested 
model. His July, 1929, sales ran 40 per cent more than those 
of July, 1928! The increase in profitable business is reported to 
have encouraged the owner to discontinue about $12,000 worth 
of unprofitable trade in an outlying suburb which was entail- 
ing an annual expense of $2,500 in salaries alone. He has also 
reduced his inventory as a result of his change. 


You Need Good Tools to Do Effective Work 

Although the farm supply store, as a rule, requires fewer 
fixtures and less equipment than most any other type of store, 
the equipment that is needed should be adequate. There 
should be enough hand trucks so that a warehouseman doesn’t 
have to wait until one customer has been waited on in order 
to secure the use of a truck. If you use basement or upper 
floor storage, you'll want an elevator and a gravity chute. In 
several rather large warehouses, the writer has also seen hand 
trucks operated on floor tracks that ran the length of the ware- 
house to fhe loading platform. There should be the necessary 
scales, and of course, a cash register, which can be of such 
tremendous aid in keeping records properly. You will want a 
safe to protect those records. You should have desks as re- 
quired for the orderly handling of work. You will want files 
for keeping your correspondence and papers orderly. Probably 
there should also be an adding machine or a bookkeeping ma- 
chine if the business is large enough. 

One of the best investments in equipment that. the average 
merchant can make is in a mimeograph or other good repro- 
ducing machine. These are available for about $30.00 apiece up. 
They are invaluable in carrying on an effective advertising 
program. If you can afford it a hand addressing machine will 
likewise be a good investment and if there is any considerable 
amount of dictating you may want to consider a dictating ma- 
chine. 

One thing more—don’t overlook the possibilities of an exten- 
sion telephone. One or two well located, particularly if you 
have a rather “stretchy” warehouse or one occupying several 
floors, will save you hundreds of steps during the day, both in 
receiving messages from the outside and in communicating 
with your own force on the warehouse floor. A telephone head- 
phone is also invaluable for order taking or telephone selling. 

In storing the various commodities in your warehouse, plan 
them for easy stock movement. If you unload at the rear and 
load out at the side or front arrange your stock so that you 
don’t “back track”. Pile it so that the fastest moving items 
will be set near the loading out door with related items close 
by. Display the most seasonable or timely items near the en- 
trance where most of the customers will see them. It is also 
well to have a display of the same articles shown in the win- 
dow and similar displays near the cash register. Storage should 
be departmentalized. 

In connection with storage, it probably won’t be amiss to 
urge again that the merchant keep his store and warehouse 
clean. Not only does a clean place appeal to customers but it 
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REAL 
CONVENIENCE 


In handling fertilizer 


K at no extra Cost -- 


When You Sell 
Darlings Soil Builders 


in the new, modern 80 lb. Handiwate Paper 
bags. Lighter, cleaner, easy to open and easier 
to handle. Dealers everywhere enthusiastically 
welcome the opportunity to supply this better 
fertilizer—made right for 55 years—in the im- 
proved package. 


AA 


No wonder the swing this Spring is towards 
Darling’s Soil Builders. No wonder these Soil 
Builders sell well. Order your stock now. 


DARLING & COMPANY 


4201 S. ASHLAND AVE. CHICAGO, ILL. 


——— 


mmr 


ARCADY WONDER FEEDS 


@ For You to Handle — PROFITABLE 
@ For Your Trade to Feed — PROFITABLE 


ARCADY FARMS MILLING COMPANY 


223 W. JACKSON BOULEVARD 
CHICAGO, ILLINOIS 


may save you money. If waste paper, rags, etc., are permitted 
to lie around your fire risk is increased. A dirty store and old 
stock attract weevils, rats, and mice. Paint up or whitewash 
now and then. Watch these points particularly as warm 
weather approaches. It is also well to have a few inches space 
between piles of grain products. It permits air circulation to 
prevent heating and cat circulation to keep down the mice and 
rats. 
Develop Store Individuality 

You remember a man or a woman because of the character- 
istics in which they differ from other people. That’s their per- 
sonality. So, too, people will remember your store if you build 
personality——individuality into it. Some merchants are helped in 
this direction by manufacturers who cooperate in the painting 
of stores with the same color scheme as is used on the pack- 
ages. One of the leading retail feed dealers in Denver, Colo., 
designates his store as a “feed filling station.”” He arranged his 
store so that a customer can drive in the same as he would 
into a gas station and in almost the same time have his car 
filled with feed. He has a display sales room, as mentioned in 
the preceding paragraphs and other methods of individualizing 
his store. Other dealers lay emphasis on the economy of putr- 
chasing at their place, by designating their store as “The 
Farmers’ Thrift Station.” 

Still other dealers encourage farmers to use their store as a 
general meeting place. A few dealers have invited poultry as- 
sociations and similar organizations to meet at their stores. 
Some go so far as to put in rest rooms where the farmers’ 
wives can come and wait for their husbands who may be trans- 
acting other business in town. These stores provide handy 
tables on which customers can place packages while making 
their purchases. They may have a large bulletin board on 
which clippings of the latest farm magazines or agricultural 
bulletins are posted or there may actually be a number of 
farm papers there for the customers to read. 

“But, that encourages loafing,” some dealers will tell you. 
Doubtless, but other merchants will reply that they should be 
very glad to have the farmers loaf in the store if they also did 
the buying there. That, after all, is the point. If your business 
increases through such a plan, why not use it? 


@ Don’t Bet on the Number of 
Judges BUT Bet on a Sure Thingl 


CIC IC 
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SAVE MONEY 


By Purchasing In Split Cars 
These Two Outstanding Items 


PEARL GRIT 


Calcium Carbonate 


A surprising number of feed mixers 
have taken advantage of the opportu- 
nity to purchase both their poultry grit 
and calcium carbonate from the same 
concern thus enabling them to reduce 
shipping costs 


Why not chop us @ line ty | 
| 


FOR 
GRINDING 


FOR BONE 


PEARL GRIT CORP. 


Dept. FB-37 
PIQUA, OHIO 


PEARL GRIT 
PIQUA, OHIO 


Northeostern Feed Men 
Elect Todd as Chief 


George E. Todd, Maritime Milling Co., 
Buffalo, N. Y., was reelected president of 
the Northeastern Association of Feed 
Manufacturers at the annual meeting held 
during the convention of the Eastern 
Federation of Feed Merchants at the 
Hotel Onondaga, Buffalo, February 26. 

Jacob Trinley, J. A. Trinley & Sons, 
Linfield, Pa., and Earl Ackerman, Barber 
& Bennett Co., Albany, N. Y., were 
elected vice presidents and William E. 
Ashe, Pratt Food Co., Buffalo, was 
chosen secretary. 

Mutual business problems were dis- 
cussed and Ralph M. Field, Chicago, 
executive vice president of the American 
Feed Manufacturers association, was a 
guest speaker. 


ee 


e ROLLIN R. ROBINSON, Sandoval, 
Ill., has opened the Robinson feed store, 
Salem. Carroll Garner has been appointed 
manager. 


oe 


e HENRY W. SWANSON, formerly 
connected with VyLactos Laboratories, 
Inc., Des Moines, Ia., is now associated 
with Health Products Corp., Newark, N. 
J., manufacturers of Clo-trate cod liver oil. 
Mr. Swanson’s headquarters will be at 
Des Moines and he will serve as special 
representative in Iowa, Minnesota, Mis- 
souri, Kansas, Nebraska and South Da- 
kota. 


Start handling KELLOGG’S RAINBOW SEEDS 


this spring for greater profits. 


KELLOGG SEED Co. 


MILWAUKEE 


Profit 


Year after year 
dealers continue to 
make profits handl- 
ing KELLOGG’S 
RAINBOW 
SEEDS because 
their High Quality 
assures 
of results and builds 
steady, repeat busi- 
ness for the dealer. 


and 


customers 


WISCONSIN 
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DRIED BUTTERMILK 
SKIM MILK 
BREWERS DRIED YEAST 
HARDWOOD CHARCOAL 


Car Lots...Ton Lots 


Service, Quality and a Fair Price 


PHONE DAly 1090 


LA BUDDE 
FEED & GRAIN CO. 


MILWAUKEE 


DR. GEORGE TINZALIAN 


Napthole, Inc., Boonton, N. J., an- 
nounces the appointment of Dr. George 
Zinzalian as chief chemist of its biological 
testing laboratories. 

Mr. Zinzalian was formerly associated 
with Dr. R. M. Bethke of the Ohio agri- 
cultural experiment station, Wooster, 
Ohio, and was also connected with Ohio 
State university as assistant to Dr. J. F. 
Lyman, head of the agricultural chemistry 
department. 


WISCONSIN 
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900 fFeen Deaterns |. NO-MILK 
Recommend WO). MILK CALF FOOD 


CALF FOOD Our ads tell the farmers 
They can’t be wrong. Since to “get it from their feed 
1885, No-Milk has saved dealer.” 
money for three generations f 
of dairy farmers. No-Milk is -..80 dont be out o 
\ now better than ever—con- No-Milk when your cus- 
tains oe the weeine. = tomers ask for it. 
A postal request will 


bring you complete infor- 
mation about our profit- 
making dealer proposition. 


NATIONAL FOOD CO. 


FOND DU LAC - wis 


We have a large stock of Beet Molasses in barrels, Cane 
Molasses in barrels, Dried Beet Pulp, Dried Skimmilk, Dried 
Buttermilk, and Semi-Solid Buttermilk. Of course we are 
always able to make shipment of Mill Feeds, Oilmeal, Soy 
Bean Meal, and Grains in carloads or truck load lots. Please 
call us for prices, when you are interested. 


FARLEY FEED CO. 


Wholesale only 
JANESVILLE, WISCONSIN 


Importers of Pure Norwegian Cod Liver Oil and Peat Moss. 
Your patronage is appreciated. 


HYGENO LITTER VACTO-LAC 


LAPP’S HYGENO POULTRY LIT- Why take chances with 
TER is Dustless . . Medicated . . Fireproof. poor Hatches? Lapp’s 
It is especially treated with chemicals mak- 


ing it distasteful to chicks and poultry and VACTO-LAC wre 
also giving it disinfectant properties to production . . Hatchability 
improve sanitation. . . Livability. Hatcheries are 
demanding that VACTO- 
° iy LAC be fed to their flocks. 
ras il It increases hatchability ten 

BOR, TO IES to twenty per cent. 


WE SPECIALIZE IN CONCIENTRATIES Write now for prices and 
Minneapolis, Minn. - - Nevada, la. information. 


Get our New Low Price on the 1937 
Model Feed Mixer with all latest im- 
provements. Write for details. 


Everything for Mill and Elevator 


THE DUPLEX MILL & MFG. CO. 
SPRINGFIELD, OHIO 


1937 Model 
Feed Mixer 
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NORTHWEST MEETING 
The annual convention of the North- 
west Retail Feed association will be held 
at the Nicollet hotel, Minneapolis, June 
2 and 3. Plans for the meeting were dis- 
cussed at a recent session of the board 
of directors of the organization. 


e J. F. LONERGAN, 47, vice president 
and general manager of the Park & Pollard 
Co., Buffalo, N. Y., and widely known 
in the milling trade, died February 25 
after a brief illness. He was a World War 
veteran and a member of numerous mil- 
itary and civic organizations. His wife 
and one daughter survive. 


e CHIPPEWA FALLS RENDERING 
Co., Chippewa Falls, Wis., is planning to 
erect a new three-story plant equipped 
with the latest type of machinery for the 
manufacturing of dead livestock into feed 
concentrates. 


Good News 


For Feed Dealers 


H™ are three new products 
you'll want to stock. There is a 
steady all-year demand for them— 
and a nice profit for you on every 
bag you sell. 


The two new iodized calcium supplements 
for poultry—one for growing and mature 
birds, the other for chicks. Fed like ordi- 
nary shell, they provide the necessary cal- 
cium together with the correct amount of 
iodine to insure maximum digestion and 
most complete utilization of all feeds. The 
results are more rapid growth, higher vi- 
tality, earlier production of eggs and market 
birds, longer laying periods, more eggs, 
better shells, and increased profits. 


A row- He ad 
INSOLUBLE GRIT 


Made from pure flint, the hardest and most 
efficient insoluble poultry grit on the mar- 
ket. Available in chick, hen and turkey 
sizes. 

And, lest you forget, our regular products 
are No. 4 Calcium Carbonate Flour, Elec- 
tro Calcium: Carbonate, Iodized Calcium 
Carbonate, Shellmaker in chick, hen and 
turkey sizes, and Cal-Carbo. 


Write today for samples and prices 


CALCIUM CARBONATE CO. 
43-A East Ohio Street Chicago, Illinois 


‘mills are located at following 
ping points: Carthage, Mo.; Quincy, IIl.; 
Genevieve, Mo.; Weeping Water, Nebr.; White 
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DR. C. WESLEY BOAG 


Dr. Boag Is Appointed 
As Ardrier Manager 


Announcement has been made of the 
appointment of Dr. C. Wesley Boag as 
general manager of the Arnold Drier Co., 
originators of the Ardrier dehydrating 
machine used extensively for drying alfal- 
fa and other forage crops, and manufac- 
tured by the Heil Co., Milwaukee, Wis. 


Dr. Boag is a graduate of Northwest- 
ern university and also holds a master’s 
degree in scientific salesmanship. Return- 
ing recently from an extended business 
trip he reported increased interest in the 
use of alfalfa meal and other dried for- 
age for feeding purposes. 

Denver Alfalfa Milling & Products 
Co., Lamar, Colo., has installed two new 
Ardrier dehydrating machines increasing 
their present battery to six and the W. J. 
Small Hay & Grain Co., Needeshay. 
Kans., is also installing an additional unit 
which represents the fifth of similar mod- 
els now being used by the firm. 


A new use for the dehydrating ma- 
chine has been inaugurated with the pur- 
chase of one of the units by Cargill, Inc., 
Minneapolis, Minn., which has been or- 
dered shipped to its plant at Memphis, 
Tenn., where it will be used to reduce 
moisture content in corn and other 
grains. 

Experimental work in the dehydrating 
of forage crops with Arnold Ardriers is 
_ now in progress in five state experiment 
stations and the United States depart- 
ment of agriculture has also purchased 
and is conducting experiments with one 
of the machines. 

Advantages claimed by Dr. Boag for 
the dehydrating of feeds are that all of 
the nutritive elements, color and _ palat- 
ability are retained with only the mois- 
ture content being changed. As a result 
of rapid drying, he further points out. 
chemical changes in the feed are stopped 
and the finished product can be stored 
indefinitely without heating, sweating or 
fermenting. 


e EASTERN SHORE FEED CO. has 
opened for business at Easton, Md. 
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% This dealer doesn’t handle 
Armour Supplementary Feeds. He 
should. A lot of successful feed men 
could tell him what the Armour 
line means to them in steady repeat 
business and more profits. 

Armour Feeds sell because stock 
raisers have learned what they do 
for their stock. These fine supple- 
mentary feeds put good firm flesh 
on hogs and cattle... bring them to 
market shape sooner, more econom- 
ically. And smart dealers are cashing 
in on the wide Armour preference 
...getting more more ARMOUR’S DIGESTER TANKAGE 
Highly digestible and palatable. Light, 

If you’d like to build a dependable, high 36 

fibre. Puts sound flesh on hogs in less 
section, stock up on Armour Feeds. 


time. 

They'll keep you pretty busy filling | ARMOUR’S MEAT AND BONE SCRAPS 

Get higher egg production, a higher 
ercentage of healthy, sturdy chicks by 
Write to the Animal Feed Depart- Bone Scraps 
ment, Armour and Company, Union to both hens and chicks. Provides valu- 
Stock Yards, Chicago, for fulldetails able mineral and protein elements. 
about these profit-making products. “ 


ARMOUR 2s» COMPANY 


year "round feed business in your 


Armours 


Country Gentleman, Country Home, 
Successful Farming, Farm Journal, 
Farmer’s Wife, together with State 
FARM and POULTRY JOURNALS 
and 33 RADIO STATIONS are now 


telling Poultrymen all over the country 
to feed 


BABY CHICKS 
PILOT BRAND OYSTER SHELL 


CHICK SIZE 


We suggest your being 
well stocked with this size. 


Oyster Shell Products Corporation 
New Rochelle, N.Y. St. Louis, Mo. London, England 
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COMPLETE IN AMINO ACIDS 


A substitute for Dried Wilk Prodacts in mixing feed for poultry and farm animals 


RYDE’S ORGANIC MINERALS 


BETTER GROWTH AND RESISTANCE AGAINST DISEASE 
Write for more information and prices 


Redes, 


Cream in quality as well as name 


Made as a specialty in a specially equipped mill for cooking, 
drying and milling a baby food for calves. 


Unequalled in quality and results. 


Shipments made to dealers only; 200 Ibs. up. Your order 
will be much appreciated. 


RYDE & COMPANY 


— 


Specialists in Calf Meal Since 1912 
5425 W ROOSEVELT RD. CHICAGO, ILLINOIS 


NORGE PURE COD LIVER OIL 


(100% Pure Norwegian Ced Liver Oil) 


@ Stocks on hand of recent arrival 
have been released after inspection 
by the United States Government 
for completeness of required contents 
of Vitamins A & D, assuring you 
of a quality product. 


e Can ship from Milwaukee same day 
as order is received. Wire or phone now. 


DEUTSCH & SICKERT CO. 


741 N. Milwaukee St. Milwaukee, Wisc. Phone. Marq. 3140-3141 


AS THE PROTEIN AND 
MINERAL SUPPLEMENT 
FOR ALL FARM FEEDS / 


For Delivered Price — Any Quantity — Write, Wire or Phone 


THE CHAS. M. STRUVEN COMPANY 


BALTIMORE, MARYLAND 


(Ace 


RCATTLE 
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e ELWOOD HOLLINGSHEAD, presi- 
dent of E. Hollingshead & Son, coal and 
feed dealers, Moorestown, N. J., died at 
his home February 14 after an illness of 
two months. He was 69 years old and 
active in many charitable organizations 
in his community. 


NEW COMPANIES 

Two new companies, separate from the 
original concern, have been organized by 
the Syntha Products Corp., Dayton, Ohio. 
The two new firms are to be known as 
the Syntha Laboratories of California, 
which will manufacture Syntha Mixer, and 
Syntha Products Co. of California, which 
will handle the sale of the output. Dr. 
Eugene Hardy who recently joined the 
Syntha organization will be director of 
both concerns. 


IF YOU SELL SEED 

Get in Line with the 

Soil Conservation 
Program 


Sell NITRAGIN 


THE ORIGINAL LEGUME 
INOCULANT | 


OUTSELLS ALL OTHERS 


OLDEST inoculation in the WORLD— 

used by farmers for over 37 years. Proved 
by practical experience and constantly im- 
proved by scientific research. 


BILLIONS of FRESH bacteria packed 
in every can and number plainly printed 
on the label. 


© FIRST to put EXPIRATION DATE on 
every can for protection of dealers and 
farmers against stale stock. 


EASY TO MIX with seed—correct mix- 
ing plainly visible—uniform inoculation 
made easy. 


A moist soil culture—its qualities well 

known to experiment stations and county 
agents—approved by agricultural authorities 
generally. 


BEST ADVERTISED, BEST KNOWN, 
and most popular actual dealer sales com- 
parisons. More effective dealer sales helps. 


THE NITRAGIN CO. 


4377 N Booth St., Milwaukee, Wis. 


BUILD 


NITRAGIN 


Dont RITRAGIN cow. LOWEST 
Get, it display and ( PRICES IN 
Robes ithe docs corny \ WITRAGIN 


hanger, booklets, and dis- 
play devices. 
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MICHIGAN 


Stock’s mill, Litchfield, has moved its 
business to Hillsdale. The Litchfield plant 
will be used by Ray Manning to con- 
duct a feed business. 

Ervin Garrett has opened a feed store 
at Gobles. 

Roy C. Ives has purchased the Wash- 
tenaw Farmers Supply Co., Chelsea. 

Fred Wilson and his son, Harley, have 
purchased and will operate the Kart mill, 
Lake Odessa. 

Frank Ritchie, Dowagiac, was elected 
president of the Michigan State Millers 
association, at a meeting held recently 
and Harold F. Stock, Hillsdale, was 
chosen vice president. 

Ephraim Judson, owner and operator 
of the Durand Farmers Elevator Co., 
Durand, passed away recently at the age 
of 70. 

Red Cedar Alfalfa Milling Co. plant, 
Williamstown, was destroyed by fire 
February 12 with a loss estimated at 
$7,000. W. J. Ireland, owner, is rebuild- 
ing. 

Henry Elfton, Pigeon, has taken over 
the R. J. Quinn elevator, Owendale, and 
is planning to install new machinery. 

Mil-Ford Food Products Co., Milford, 
opened for business February 3 in the 
former Schleider factory building. 


e GUNNING & GUNNING, New York, 
N. Y., importers of cod liver oil, have 
moved from their former location to 601 
W. 26th street. A biological laboratory 
has been installed with Dr. Henry T. 
Mason in charge. 


© Sold in 48 States and 26 Foreign 
Countries! 


® Raised 4 of the World’s Greatest 
Butter Producers! 


@ Advertised in 28 National Farm 
. and Dairy Publications! 


% FEED DEALERS like yourself—all over the country — 
are cashing in on Calf Manna! Dairymen want this sen- 


Pe sational feed. It’s cheaper to feed than milk. It raises deep 
rs) bodied calves, free from scours. It’s advertised in 28 national 
“a farm and dairy publications. Turn these profits your way — 


OY stock and feature Calf Manna! For further information, 
write Carnation Company, Dept. FB, Oconomowoc, Wis. 


MORE PROFIT! 
More Dog Food Sales 


You can increase both sales 
and profits of your business, 
through the sale of VITALI- 
TY DOG FOODS. We are 
prepared to supply a full line 
of Dog Foods which will an- 
swer every dog feeding require- 
ment. Along with these high 
quality foods we furnish a 
complete sales plan that has 
helped hundreds of retail mer- 
chants to get more sales and 
profits. We will gladly sub- 
mit this plan to you without 
obligation. Just write and 
ask us to tell you, free of 
charge, how you can increase 


your dog food sales and profits. 


VITALITY MILLS, 


Dept. FB-3 Board of Tate Bldg. 
Chicago, Illinois 
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Shippers of... 


Corn Oats 
Feed Barley 


Poultry and Milling Wheat 


Any Grade 
Any Quantity 
Any Time 


Buase Elevator 
MINNEAPOLIS MINNESOTA 


Write or Wire for Quotations 
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There are extra profits 
because there are extra sales 


Celebrating OLDS’ 
our OLD GOLD 
Anniversary SEEDS 


e Specializing in Pedigreed 
A half century of 
selling the feed deal- Grains and Certified 
ers in the Middle Seed Corn 
West—certainly this 
is an endorsement of OLDS’ OLD GOLD SEEDS 
OLDS’ quality, serv- are easier to sell because they 
ice and fair dealing. are backed by an extensive 


advertising campaign. Write 
to be put on our mailing list 
of current market prices. 


L. L. OLDS SEED CoO. 


30 MADISON, WISCONSIN 


RURAL SALES HIGH 

Sales of general merchandise in small 
towns and rural areas in December, 1936, 
reached a new high, according to reports 
of the United States department of com- 
merce. Dollar volume of rural chain 
store and mail order sales for the month 
increased 19.5 per cent over December, 
1935, and were 4.8 per cent above the 
corresponding month in 1929. Total rural 
sales in 1936 were 15.5 per cent over 
1935 and only 8 per cent below 1929. 
Farmers have started 1937 on the best 
income level in seven years. Despite 
drought, volume of many kinds of farm 
produce going to market has been great- 
er than last year or two years ago. Farm 
prices have been 15 to 18 per cent over 
last year and the highest since early in 
1930. 


PATMAN BILL 
A bill to prohibit manufacturers from 
engaging in retail business in competition 
with their retailer customers has been 
introduced into congress by Wright Pat- 
man of Texas, co-author of the Robinson- 
Patman act. The proposed measure is in 


“the form of an amendment to the Fed- 


eral Trade Commission act and would 
expand the power of the commission to 
control these practices. The bill has been 
referred to the committee on judiciary. 
e H. F. HABLETZEL feed store, Long 
Lake, Wis., was destroyed in a recent 
fire which nearly wiped out the town’s 
entire business district. Damages were 
estimated in excess of $15,000. 


Do Your Own Feed Mixing 


Double the profits of your feed business 
with a DAISY horizontal batch mixer. 
Capacities 14 to 2 tons per batch. Fastest 
and most thorough mixer on the market. 
Loads, mixes, discharges and sacks a ton 
batch in 12 minutes. Requires only 3 H.P. 
for the 1-ton size and other capacities in 
proportion. Motor or belt drive. Write 
today for complete information and low 
factory-to-user prices. 


i. R. R. HOWELL & Co. 


2 Malcolm Ave. S. E. 
MINNEAPOLIS, MINNESOTA 


/ DAIS 
FEED MIXER 
a. inowent & co. 


MEAPOLES, 


FOR FEED MIXING 
CARS - BARRELS - DRUMS 


er Y AND SERVICE UNEXCELLED 
ORLEANS AND ATLANTIC “SEABOARD 


MOLASSES co. 


TRY OUR 


PECOS SPECIAL 


IT’S BETTER 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 
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Explains Way to Prevent 
‘Balling’ of Feeds 


A practical method of preventing the 
forming of feed balls when cod liver oil 
is added to the mixture has been dis- 
covered by Roland Reinders, Reinders 
Bros., Elm Grove, Wis., treasurer of the 
Central Retail Feed association. 

“Put ground corn, gluten meal, soy 
bean meal and any other granular feed 
in mixer,” he suggests. “Then pour in 
the cod liver oil, fast or slow, preferably 
fast. 

“Leave this mix for three or four min- 
utes. Then add the balance of feed in- 
gredients, leaving the fine feeds such as 
middlings, calcium carbonate, bone meal, 
alfalfa, etc., for the last. 

“Where a vertical or horizontal mixer 
is loaded with an elevator use the same 
procedure with the exception of adding 
the cod liver oil to the bran as it enters 
the elevator leg or mixer screw. 

“This method has been used by us on 
both horizontal and vertical mixers with 
good success. Our cod liver oil is stored 
in a room with a temperature of about 
50 degrees. 

“We have added as much as 50 pounds 

of cod liver oil to the ton using this 
method. All of our mashes run over a 
scalping shoe before sacking and we find 
very few cod liver oil and feed balls.” 
e WOOD FLOUR, INC. plant, Man- 
chester, N. H., was destroyed by fire 
February 3 with a loss estimated at $20,- 
000. 


e PEARL CITY MILLS, Jamestown, 
N. Y., which was destroyed by fire 
February 1 has resumed operations in a 
building near its former plant. Loss was 
estimated at $100,000. 


e HUGH HUMPHREYS, senior mem- 
ber of Humphreys-Godwin & Co., cotton- 
seed products firm, Memphis, Tenn.. died 
recently following a long illness. 


NEW SOYBEAN PLANT 

Swift & Co., Chicago, Ill., has start- 
ed construction on a new soybean proc- 
essing plant at Champaign, Ill., and ex- 
pects to have it completed by August 1. 
The building will be equipped with six 
expellers and will have a grinding capacity 
of about 1,000,000 bushels. An elevator 
of 300,000 bushels capacity will also be 
erected. 


WATER-TYPE 


LIVESTOCK 
FLY SPRAY 


QUAPT OF 
LL MAKE 


4 GALLONS OF FINISHED SPRAY 


Water 
5) 


1008, 


NOWAK 


CORPORATION 
INDIANA 


From the SOY BEAN Field we bring you 


NOWAK MILLING CORP. @ Hammond, Ind. 


The New, Proven 


SOY BEAN OIL 
LIVESTOCK 
FLY SPRAY 

Dilute with 15 parts of water. 
e@ Will not blister or burn. 
e@ Will not stain white hair. 


e@ Effective Killer and Re- 
pellent. 


Low cost to user. 


ASK YOUR DEALER 
or write for Free 
Illustrated Circular 


STANLEY’S 


MILL ROSE 


FLOUR 


CROW REPELLENT 


THE STANDARD FOR OVER 20 YEARS 


Protects the farmers corn crop from Crows, Pheasants, Black- 
birds, Larks and all other corn-pulling, birds and animal 
pests such as Moles, Gophers, Woodchucks, Squirrels, e.c. 


A-C FEEDS 


build business 


Mixed Cars our Specialty 
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The Cedar Hill Formulae Co. 


P. O. Box 1129G 


No, not 
dead but what 
ig that stuff? 


ISCONSIN MILLING CO. “a? 


Menomonie, Wisconsin 


LIST PRICES 


(1 Quart) Enough for 
4 bushels of seed. 


(1 Pint) Enough for 
2 bushels ot’ seed. 


1.00 
1 i nouph f 
-60 


FROM YOUR jOBBER OR 
DIRECT FROM US. 


$1.75 


Manufactured only by 


New Britain, Conn. 


Lets det him out 
of 


e4dle 
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= — Fred DeHoff Leaves Booth 
Order a Mixed Car of Opens Own Business 


DeHolf, for many years associated 
Golden Loaf Flour with the F. E, Booth Co., San Franci 


San Francisco, 


: a The flour with the Vim and Pep left in Cal. producers of sardine oil, has_ res- 
= : igned and is now in business for himself, 
z On March 1 Mr. DeHoff opened a 


brokerage firm to 
Bran and Middlings deal in grain and feed 
and is operating un- 

der the name of Fred 


—Higher in Protein— 


e P. DeHoff & Co. in 

the Merchants Ex- 

change building, San 

SS TENNANT « Hoyt Co. Francisco. He will be 


LAKE CITY, MINN. assisted by his wife 

who will handle the 
stenographic and _ of- 
fice work and who is 
well acquainted with 
When in the Market: the trade having ac- 


companied her hus- 


For Poultry Wheat — Feed Oats — band on many of his business trips. 


Before joining the Booth company 

Mr. DeHoff was connected with the 
Wheaty Barley — Feed Barley — Hart-Hill Grain Co. and the San Fran- 
cisco Milling Co. 


FRED DeHOFF 


Corn— Feeding Screenings. 


eee ¢ WALTER UEBELE, Burlington Feed 
Co., Burlington, Wis., is evidently en- 
joying a fine vacation in Mexico judging 
by the postal cards which are keeping 


IAWATHA GRAIN COMPANY his many friends of the trade informed 


of his whereabouts. The one reaching 


MINNEAPOLIS, MINN. The Feed Bag office was postmarked 


Juarez. 


“All your needs in grain and feeds” @ 
Sunset Feed & Grain Co., Inc. CEREA 4 


Write or wire for quotations. 


CHAMBER OF COMMERCE BRANCH OFFICE MINNEAPOLIS 
BUFFALO, N. Y. MIDDLETOWN, N. Y. tn 
Also Representing: CORN d OATS 

THE HUBINGER COMPANY, Keokuk, Pac... 000-0--cc0-..-- Corn Germ Meal and Gluten Feed an 
VANDERSLIC ELYNDS CO- Chtearo, For 

ansas Do o an a r 
FAIRMONT CREAMERY CO., Omaha, Neb... Condensed and Dried Buttermilk WISCONSIN TRADE 
L. C. NAISAWALD & SONS, INC., New York City............................ccceneee Blackstrap Molasses 
OYSTER SHELL PRODUCTS CO., Philadelphia, Oyster Shells 
NATIONAL OATS CO., Cedar Rapids, Oat Products Prices Right—Service Prompt - 
FERNANDO VALLEY & SUPPLY Los + Angeles Alfalfa Leaf Meal TRY US 
HEALTH PRODUCTS CORPORATION. _CLO-TRATE Concentrated God Liver Oil 


ESTABLISHED 1889 NEW ULM, MINNESOTA 


AGLE ROLLER 


BURLAP 4a2 Daniel Webster 
COTTON INDIVIDUALITY | and Gold Coin 


BAGS 
TWINE 


SPRING WHEAT FLOURS 
ALL BAGS VACUUM _ CLEANED RYE FLOURS 


WE BUY FREDMAN BAG co. Commercial and Mill Feeds | 
SURPLUS BAGS MILWAUKEE, WIS. | 
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INDIANA 

E. J. Barker, Thorntown, has opened 
the Marion hatchery and feed store, 
Marion. 

Charles Gray, Knightstown, has sold 
his feed store to the Pure Ice & Milling 
Co. which has consolidated it) with its 
own business. Mr. Gray has retired be- 
cause of poor health. 

Greenfield Feed & Produce Co., Green- 
field, has moved to a new location at 202 
ast’ Main street. 

Fillmore Elevator & Feed Co., Green- 
castle, has opened for business in a new 
building. A. J. Smith is manager. 

Chris Moser has opened a feed mill 
at Ligonier. 


Albert M. Hochstetler, ‘Topeka, has in- 


stalled a new feed mixer. 

P. E. Goodrich, Goodrich Bros., Win- 
. chester, is planning a trip to the Holy 
Land and Egypt. 

Suckow Milling Co., Franklin, has pur- 
chased the Thornburg Milling Co. plant, 
Martinsville. 

Wolcottville Elevator Co., Wolcott- 
ville, has installed new feed machinery 
in its plant. 

Owen J. Thompson, Kokomo, has re- 


turned from the hospital after several 


weeks’ confinement and is much improved 
in health. 

e ROBERT (BOB) McKERCHER, 
who is associated with his father, D. W. 
McKercher, in the MckKercher Milling 
Co., Wisconsin Rapids, Wis., visited with 
friends in Milwaukee over the holidays, 
February 21 and 22. 


NOW IN STOCK 
at Waterloo 


The 1937 Anderson Super Heat 
Brooder Stoves and complete line 
of Anderson Feeders, Waterers, 
Etc. . .. priced to fit the poul- 
tryman’s pocketbook . . . write 
us for catalogue and net low 
prices to the feed dealer. 


Waterloo Mills Co. 


Iowa Distributors 
WATERLOO, IOWA 


You can increase your flour sales 
by recommending 


MINNESOTA GIRL FLOUR. 
A trial will prove its merits. 
Let us include MINNESOTA GIRL 
FLOUR in your next car of 
@ Queen Wheat Feed 
@ Cherokee Pure Bran 
@ Cherokee Middlings 


WIRE US FOR PRICES 


GUARANTEED 


CAPITAL FLOUR MILLS, INC., Minneapolis, Minn. 


All poultry rations should | 
include liberal quantities | 
of DAIRYLEA DRIED | 
SKIM MILK. Also good — 
in all rations for calves, | 
poultry and swine. Carried 
by principal feed mer- 
chants throughout eastern 


territory. 


Manufactured and Distributed By 


DAIRYMEN’S LEAGUE CO-OPERATIVE ASSOGIATION, Inc. — 


EW RICHMOND 
ROLLER MILLS CO. 


NEW RICHMOND, WISCONSIN 


Mill Feeds 
Coarse Grains 
Feeding Oatmeal 
Sardilene Oil 


MIXED OR STRAIGHT 
CARS 


EXCELSIOR 


MILLING COMPANY 


MINNEAPOLIS, MINNESOTA 


HIGH QUALITY PRODUCTS 
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CLASSIFIED 


Service department for our read- 


ers. Low Rates: 


per line; 
minimum $1.00. 


FEED MIXER FOR SALE 
One ton capacity—floor level feed—has motor 
~-latest style machine—used short time. Write 
CD-116, c/o THE FEED BAG, Milwaukee, Wis. 


CORN CRACKER & GRADER FOR SALE 

Cutter—grader—polisher—aspirator, one ton 
per hr. A-1 condition, guarantee. Write CM-116, 
c/o THE FEED BAG, Milwaukee, Wis. 


HAMMER MILL FOR SALE 
Has 30 H.P. motor—used only short time. 
Like new. Bargain for cash. Write MM-116, c/o 
THE FEED BAG, Milwaukee, Wis. 


KEEP POULTRY HEALTHY 
UNIVERSAL YEAST Added to your laying 
mashes corrects digestive disorders. Aids the 
digestive process and helps control diseases. 
creases hatchability. Rich in vitamins B an 
Manufacturéd by RICE LABORATORIES, INC. 
Dassel, Minn. 


FEEDS AND FEEDING 

You should have the latest edition of Feeds 
and Feeding by Prof. F. B. Morrison. Contains 
300 pages more than former copies, including an 
entirely new chapter on proteins, minerals and 
vitamins. No person engaged in producing or 
handling feeds can afford to be without it. Only 
$5.00 per copy. THE FEED BAG, 741 No. Mil- 
waukee Street, Milwaukee, Wis. 


BUSINESS FOR SALE 
In central Wisconsin. Three feed and grocery 
stores in good location, dairy country. Write 
Western Supply Co., Sparta, Wis. 


e PAUL BOULAY, Boulay Bros., Fond 
du Lac, Wis., suffered a stroke recently 
and is now confined to the St. Agnes 
hospital, Fond du Lac, for treatment. 


e LIONEL TRUE, Springville, N. Y., 
president, Mutual Millers & Feed Dealers 
association, departed February 26 for 
Bermuda to spend a winter vacation. 


e 0. W. RANDOLPH CO., Toledo, Ohio, 
manufacturers of grain driers and oper- 
ators of an alfalfa meal plant, are en- 
larging their building for the third time 
to take care of increased business. 


NEW YORK BRANCH 


Hubbard Milling Co., Mankato, Minn., 
has established a branch office at 99 Wall 
street, New York, N. Y. Andrew De Lis- 
ser will be in charge. Branches are also 
maintained by the company in Chicago 
and Pittsburgh. 


THOUSANDS of hatcheries and 
feed dealers are using Universal 
Cardboard Feeders to help build 
business. You can now offer 
your customers a 24-chick 
capacity feeder at the price of a 
package of chewing gum—and 
every feeder can carry your 
advertisement. Sanitary—saves 
feed—allows all to have full 
feeding capacity. Brings new 
customers in and the old ones 
back. Millions have been used. 
Patented in U. S. and Canada. 
WRITE US ABOUT THIS 
SENSATIONAL FEEDER 


GENERAL DistmBUTING CO. 
BOXA 


. BUILD 
BUSINESS 
with the 


BEST 
CHICK- 
FEEDER 
BARGAIN 
Eve 


MONSEY MILLING CO., Clarks- 
town, Pa., operated by Turner & Thom- 
as, has installed a new feed grinder. 


@ OSCAR ROGER has purchased con- 
trolling interest in the Clintondale Mill- 
ing Co., Clintondale, Pa., and has decided 
to open a feed department in connection 
with his flour milling business. 


ELEVATOR CONVENTION 


The eighth annual convention of the 
Society of Grain Elevator Superintend- 
ents of North America is to be held at 
Fort Williams, Port Arthur, Ontario, this 
summer. June 7 to 9 has been set as the 
tentative date. Convention plans were 
discussed at a board of directors meet- 
ing which was held recently in Min- 
neapolis. 


DENVER’S TRIPLE XXX ALFALFA MEALS 
CLIFFS DOW’S POULTRY CHARCOAL 
CCC’S CALCIUM CARBONATE PRODUCTS 
ATLAS GREEN SIGNAL BINDER TWINE 
Exclusive Northwest Representatives 


WAYNE FISH & COMPANY 


1420 Rand Tower e Minneapolis, Minnesota 


» FOR FEED CALL « 


““Stormy”’ 
IOWA FEED CORP. 


Phone 45177 Des Moines, Iowa 


TRUCK OR CARLOADS 
MEAT SCRAPS 
LINSEED OIL MEAL 
SARDILENE OIL 


MANEY BROS. MILL & ELEVATOR CO. 
MINNEAPOLIS, MINN. 


DAKOTA MILLING CO. 


Mixed or straight cars 
MILL FEED... FLOURS 


510 Hodgson Building 
MINNEAPOLIS, MINN. 


Established 1892 


Franke Grain Co. 


Incorporated 


GRAIN AND FEED 


Milwaukee Wisconsin 


HAY AND MILL FEED 


Write for Prices 


Midland Hay & Feed Co. 


MINNEAPOLIS, MINN. 


MOEBIUS 
PRINTING 
COMPANY 


PRODUCERS OF THE 
FINEST IN PRINTING 
e 
CREATORS OF PRINTED 
ADVERTISING That SELLS 


‘SIA ‘ADINVATIW JDINVATIW 'N OVS 


In A Hurry? 


Save time and money by sending your 
trucks to our wholesale feed warehouses. 


CORN DISTILLERS GRAIN 
LINSEED OIL MEAL 
SOY BEAN MEAL 
BUTTERMILK POWDER 
BREWERS GRAINS 
MALT SPROUTS 
and 103 other Feeds 


FEED SUPPLIES, INC. 


West Allis—1637 South 83rd St. 
No. Milwaukee—3328 W. Cameron Ave. 


PURE OLD PROCESS 


LINSEED OIL MEAL 


A Suggestion—Write us today if interested. 
Either prompt or deferred Linseed Meal. 
Save Money. “Stand by Stan.” 


A.L. STANCHFIELD & CO. 
Wholesale Grain and Feed Merchants 
502 Corn Exchange Bldg. Minneapolis 


FEEDSTUFFS 


Both Cash and Futures 
DREYER COMMISSION CO. 


(At it since °92) 
Merchants Exchange St. Louis, Mo. 
Board of Trade Bldg. Kansas City, Mo. 


— DEMON 
ROLLED OATS 


SWEETENED OAT MILL FEED 
CORN & OAT REPLACER 


Des Moines Oat Products Co. 


Des Moines, lowa 


@ Headquarters for PURE OLD PROCESS 


LINSEED MEAL 


Write for Delivered Prices 


NORTHWEST LINSEED MEAL CO. 
314 Flour Exchange Bldg. Minneapolis, Minn. 


RUSSELL MILLER MILLING CO. 
General Offices-Minneapolis, Minn 
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Waterloo Mills Co. Holds 
Dealers’ Meeting 


More than 160 feed dealers and manu- 
facturers’ representatives from eastern 
Iowa attended the sixth annual Northrup, 
King & Co.—Waterloo Mills Co. annual 
meeting which was held at Waterloo, Ia., 
February 16. 

Business problems were discussed dur- 
ing the morning and afternoon sessions 
and talks by numerous speakers featured 
merchandising and educational subjects on 
the products distributed by Waterloo 
Mills. 

In the evening a banquet was held and 
the large crowd of guests was entertained 
with a vaudeville show followed by card 
playing as late as the visitors cared to 
stay. 

One of the chief centers of attraction 


during the meeting was the model feed 
store recently completed at the Waterloo 
mills plant. This store was designed to 
show feed dealers how to plan a con- 
venient layout, arrange effective window 
and interior displays and give the general 
setup a strong selling appeal. 

Carl Orsinger, secretary-treasurer, Wa- 
terloo Mills Co., directed the meeting 
which was co-sponsored by Northrup, 
King & Co., Minneapolis, whose products 
the Waterloo firm has distributed for the 
past 12 years. 

Attendance at the meeting was the 
largest since the annual event was launch- 
ed. Only 30 persons attended the first 
gathering which was held six years ago. 


e JOHN C. MILLINS has opened the 
Millins Feed & Seed Co., Corwith, Ia. 
Don Ross will manage the new business. 


SHIP TO 


ROY I. 


Wise Choosing Goes With Success 


AMPBEL 


Grain Commission 
Merchant 
Milwaukee, Wis. 


CORN OATS WHEAT ¢ BARLEY 


MULLIN DILLON COMPANY 


RELIABLE GRAIN MERCHANTS 


SEEDS --GRAINS 
FEEDS --SOY BEANS 
MALTING BARLEY 


@ We Buy, Sell, Mill and 
Deliver with our own 
Equipment on One Profit. 


GREEN & COMPANY 


(Incorporated) 
EVANSVILLE WISCONSIN 
“Phone 55 Collect’ Private Exchange 


THIS 
Jacobson Ajacs 
(Harmmmertype) Grinder 


Will put real profit in your feed 
grinding business. Many users say 
it is the fastest grinder in its power 
size regardless of price. 


Two sizes: 20-30 or 30-40 HP. 


Belt or direct 
motor driven. 


Send for our 
new mi 

machinery 

P catalog 

FREE 


A.E. Jacobson Machine Works, Inc. 


Sales Office: 405 4th Av. S 
MINNEAPOLIS, MINNESOTA 


DENVER 
ALFALFA 
MEAL 


Green 
Fresh 


Nutritious 


ALL GRADES and GRINDS 


The Denver Alfalfa 
Milling & Products Co. 


LAMAR, COLO. 


Merchants Exchange: 
ST. LOUIS 
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FOR BIGGER PROFITS ... USE 


YEASTEX 


When Mixing— 


LAYING MASH 
CHICK STARTER 
GROWING MASH 
MINERAL FEED 
and 
ALL LIVESTOCK FEEDS 


YEASTEX is the IDEAL FEED SUPPLE- 
MENT approved by thousands of leading 
poultrymen, hatcherymen, and _ livestock 
raisers. For faster growth, higher vitality, 
more eggs, and longer laying periods—USE 
YEASTEX! High percentage of live yeast 
cells assures excellent results. If you are a 
feed mixer, you can well afford to use 
YEASTEX because it is so inexpensive. 
Simply add two pounds of YEASTEX to 
every hundred pounds of dry feed concen- 
trate. The cost of adding YEASTEX 
amounts to only a few cents. Yet the addi- 
tion of YEASTEX will result in greater 
customer satisfaction because your “feed 
mix” will be far more palatable and pro- 
ductive. YEASTEX is a strictly top-grade 


product. Write today for Special prices in 
quantity lots. 


REEL PRODUCTS Co. 
720 OAKLAND AVE.N.E. 
CEDAR RAPIDS, 1OW A 
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Quality Corn Change of Address 
@ 


You can get prompt ship- 
ment from us on Illinois 
Corn which is of exception- 
ally high feeding quality. 
We can also supply you 
with... 


Mutual Fire Prevention 
Bureau 


DEPARTMENT OF 


FEED & ARLEY Association of 
Mill and Elevator Mutual 
OATS 


Insurance Companies 
It Will Pay You to Get Our Quotations 


THE RIEBS CO. 


Grain and Stock Exchange ; j 
MILWAUKEE WISCONSIN 400 West Madison St. Chicago, Il. 


[MARBLEHEAD "98" | — ~ 


Multiple BRANDED Bags [| “==> 
Highest Quality 


Prompt Service 


OFFICE: 1921 DAILY NEWS BUILDING 


Finest Calcium Carbonate Factor for 2” 
FEED MIXES - MINERAL MIXES - PULVERIZED = 
DAIRY FEEDS. MINED from clean, as 
pure limestone. Guaranteed 98.3% 
Calcium Carbonate - 96% through 200 Milled p Millers ¥ 
mesh screen. Safely packed in 100 lb. { a 
and 50 lb. multiple-wall paper bags, 
machine sewed and BRANDED. 
Write for samples and prices. 


MARBLEHEAL MESTONE GRITS 


Famous Pure Shell- 
Formation Limestone 


The surest way to supply calcium for 
heavy egg-shells and strong baby-chick 
bones. High in calcium because of sea- 
shell formation. No waste - no shatter 
dust - hard edges - evenlysized. Packed 
in 100 lb. Osnaburg bags. Turkey to 
Chick sizes. Write for samples and 
prices. 


Try MARBLEHEAD LIME RATION 


MARBLEHEAD LIME CO. 
160 No. LASALLE ST. - - CHICAGO, ILL. 


Marblehead Laine 


MORTON SALT COMPANY 
MILWAUKEE e WISCONSIN 
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...1s a Fighting Chance 


You can give your customers’ chicks the fighting chance 
they need by making sure that your starting and growing 
mashes contain the proper amount of vitamin D. This 
should be at least 177 U.S.P. units per pound of feed, 
according to Bulletin No. 334 of the Pennsylvania Agri- 
cultural Experiment Station. 


CLO-TRATE is a sure and dependable means of always 
supplying this much needed factor in adequate quantities. 
It is guaranteed to contain not less than 3000 U.S.P. 
units of vitamin A and 400 A.O.A.C. chick units (equiv- 
alent to at least 400 U.S.P. units) of vitamin D per gram. 
So, in using CLO-TRATE, you not only supply the vita- 
min D you require but also increase the vitamin A content 
of your mashes at no additional cost. 


When you add CLO-TRATE to your starting mashes ac- 
cording to our recommendation, your customers’ chicks 
will have the fighting chance they deserve. And remem- 
ber, the more of your customers’ chicks that live, the 
greater will be your sales of growing and laying mashes. 


HEALTH PRODUCTS CORP. 


Manufacturers of Cod Liver Oil Concentrate Products 


NEWARK, N. J. Dept. 3M CHICAGO, ILL. 
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COD LIVER GIL 
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aes and experienced millers are necessary for 

the production of quality flour. It takes skill- 
ed and interested workers as well as choice wheat 
to make the best flour and King Midas is proud 
that all the men in the modern King Midas mills 
have that ability and interest. Years of milling 
experience are back of every bag of King Midas but 
more important than that is the proud loyalty of 
every man in the King Midas organization. Con- 
scientious milling truly assures the constant 
never failing quality of King Midas flour. 


“The Highest Priced Flour in 
America and Worth All It Costs”’ 


KING, MIDAS FLOUR MILLS 


MINNEAPOLIS, MINNESOTA 
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